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COMPLETELY SELF-LUBRICATED 
MEASURING ELEMENT 


- ELIMINATES MAJOR 
MAINTENANCE PROBLEM... 
WITH BRODIE BiRotor METERS 


® Bearings automatically lubricated by product handled 

® Just two moving parts, with true rotary motion in direction of 
flow — no reciprocating parts or vanes 

® Complete static and dynamic balance avoids vibration, reduces 
load and bearing wear to a minimum 

®@ Positive displacement with no metal-to-metal contact in measur- 
ing chamber — frictionless liquid capillary seal 


Thousands of hours of high sustained accuracy in installation after installa- 
tion with lowest record of maintenance testify to the long life and trouble- 
free advantages of Brodie BiRotor self-lubricated measuring elements. What 
could be more fool-proof and wear-free than just two simple rotors with 
no metal-to-metal contact...and bearings that don’t require time or atten- 
tion for lubrication. Brodie BiRotor design offers extremely low resistance 
to flow with positive displacement accuracy. Before you select a meter for 
any petroleum measuring service, investigate Brodie BiRotors. 


ALL-STEEL 


DIE Bik’ METERS 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 


MT. VERNON, N.Y CHICAGO 5, ILL DALLAS, TEXAS SEATTLE 9, WASH 
550 So. Columbus Ave 59 E. Van Buren 167 Parkhouse St. 271 9th Ave. N. 


REPRESENTATIVES withH STOCKS AND SERVICE FACILITIES 


LOS ANGELES 22, CALIF. 
5401 E. Sheila Street 


IN ALL PRINCIPAL CIFIES 








News of a new product 


é 


Ethyl” Diesel Ignition Improver 


will upgrade heating oil 
to diesel-fuel quality, 


quickly and economically! 


By simply placing the required quantity of this new 
Ethyl] additive in the tank truck, or tank car during 
normal filling, you can convert heating oil to diesel 
fuel of the desired cetane number. Splash mixing 
plus agitation in transport will provide an adequate 
blend. For full information, call your local Ethyl 
service representative. 


Ethyl Corporation 


NEW YORK 17, NEW YORK 


eS 
ATLANTA, BATON ROUGE, CHICAGO, DALLAS, DAYTON, DENVER, DETROIT, HOUSTON, KANSAS CORPORATION 
CITY, LOS ANGELES, NEW ORLEANS, PHILADELPHIA, PITTSBURGH, SALT LAKE CITY, SAN 


FRANCISCO, SEATTLE, TULSA, MEXICO CITY AND TORONTO (ETHYL ANTIKNOCK, LTD.). 
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No. 20F 


swing 


FULL UNRESTRICTED FLOW °* EFFORTLESS MOVEMENT 
GREATER LOAD CARRYING CAPACITY * ‘‘O’’ RING SEALED 
CONTAMINATION FREE OPERATION * PERFECT ALIGNMENT 


The wide range of sizes and styles of OPW BALL 
BEARING SWING JOINTS offers many and varied 
applications for safely handling liquids of diversi- 
fied viscosity at required temperatures and working 
pressures. 


No. 30X4 No. 30FX4 


Millions of gallons of all types of liquids are moved 

daily in flow lines where perfectly sealed, rotating Me. SRS = Mo. SUPES 
OPW Swing Joints provide an almost limitless range 

ro) Mil) 1) (Me) ol -lael ileal 


Join other users of OPW Swing Joints. You can also 
realize economies in your liquid products handling. 


| af Xe Ot t-leleo Mm ate - | 


provides engineering data, sizes, 
styles, recommendations 
and prices. 














2735 COLERAIN AVE., CINCINNATI 25, OHIO 
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Behind Our Headlines 


You readers seem to be willing to 
suggest stories for us to report. And 
you contribute material. And you 
write letters. We like that because it 
stimulates a lively interest in NPN, 
and we all benefit from the informa- 
tion and ideas. 

But I must say there are seldom 
any contributions for editorials. This 
week I’m happy to report that our 
good friend William M. Pritchard, 
vice president of Coastal Tank Lines, 
Inc., York, Pa., supplied an editorial. 
His business is transporting oil and 
other liquid products. With the 
approach of Fire Prevention Week, he 
decided to try his hand at an editorial, 
“Man's Benefactor Has Fangs, Too!” 
We liked it well enough to publish. 
See page 53. 

e 

Recently we printed a story about 
the proposed merger of Derby Oil Co., 
Wichita, Kan., and Colorado Oil & 
Gas Corp., Denver. 

Inadvertently, our story said that 
Derby and its predecessor companies 
have been operating since 1947. That 
should have read 1917. This is to 
restore, for the records, the 30 years 
we lopped off the history of Derby, an 
independent refiner that has been an 
important factor in supplying real 
Independent marketers, giving real 
strength to that segment of the 
industry. 


—Herbert A. Yocom 
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MODERN, UP-TO-DATE facilities, merchandising and service, along with the 
protection of a National System, help write the success story of this big station. 


EACH ATTENDANT has his own cash drawer and is responsible for all mone 
Locked inside the register is a detailed audit strip which provides a print 


all transactions. 


n 


handled. 
record of 


“Our Halional System 
saves us *2,000 a year... 


pays for itself every 12 months!” 


—Turner Service Station, Fort Worth, Texas 


“Irregularities in our cash balance, 
along with forgotten charges, formerly 
were a constant worry to us,” says 
Mr. O. C. Turner, co-owner of Turner 
Service Station. ‘““That was before we 
installed a modern National System 
designed to meet our needs. 

“Now every transaction, whether 
cash, charge or paid-out, goes through 
the register and is accumulated on 
locked-in control total. I can check the 
printed control totals against each 
attendant’s cash drawer and make 
sure that all money and charges are 
accounted for. 

“Further, since our National adds 


THE NATIONAL CASH REGISTER COMPANY, vavron 9, on1o 


automatically, we eliminate mistakes 
in addition—a constant source of irri- 
tation and lost profit. Register-printed, 
itemized receipts protect both us and 
our customers, especially on charge 
sales where our customers know ex- 
actly what they have been charged for 
and have a receipt to prove it. This 
helps build customer good will and 
increase our business. 

“Our National System provides us 
with up-to-date records and sales fig- 
ures that give us full control of our 
business. Figure work and bookkeep- 
ing have been cut to a minimum, too. 
It saves us $2,000 annually, which 


949 OFFICES IN 94 COUNTRIES 


NATIONAL 


more than pays its cost every year.” 

A National System often pays for 
itself in a matter of months out of the 
money it saves! It then goes on year 
after year returning a handsome profit. 
Your nearby National representative 
will be glad to show you how much 
you can save... how much eztra profit 
you can make. He is listed in the 
yellow pages of your phone book. Call 
him today. 


*TRADE MARK REG. U.S. PAT. OFF 
ational 
CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 
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AHEAD OF THE NEWS 


New Jobber Associations—Iwo new state jobber or- 
ganizations—Colorado and Mississippi—are expected to 
affiliate with the National Oil Jobbers Council at its annual 
meeting in Chicago next month. Colorado jobbers are 
forming an association now. NOJC officials, including Roy 
J. Thompson, chairman; Otis H. Ellis, Washington coun- 
sel, and E. Keith Edward, secretary, will meet with them 
in Denver Oct. 17-19 to open the way for NOJC member- 
ship. Two other NOJC leaders, E. J. Connable of Tennes- 
see and Tom Jones of Alabama, are to meet with Missis- 
sippi Jobbers Oct. 13-15. 


Hike Due in Tire Prices—Prediction that tire prices 
will be up about 5% by the first of the year comes from 
President E. J. Thomas of Goodyear Tire & Rubber Co. 
He blames increased labor and material costs. Goodyear’s 
recent pay boosts ranged from 6¢ to 10¢ an hour and set 
a wage pattern for the industry. 


Smogproof Reprieve—Los Angeles authorities indicate 
unofficially that the county’s nearly 9,000 service stations 
may not have to install vapor-controlling devices, after all. 
Final decision isn’t out yet, but current thinking is that 
recovery of gasoline vapors at stations would be an in- 
significant contribution to the total smog-control picture. 
Calculations are that the devices, costing around $150 for 
the average station and up to $550 for a large station, 
would capture no more than 20 tons of vapors daily. 


GSA‘s Status Quo—In the wake of its decision putting 
oil products under the Buy American Act in all but Eastern 
states, General Services Administration seems content to 
have the status quo maintained. This means that the clause 
requiring products to be “substantially all” of U. S. domes- 
tic origin will not be translated into a formula until and 
unless suppliers push GSA to do so. For the time being, 
at least, the industry—like GSA—seems content to let well 
enough alone. One major on the West Coast, where prob- 
lems on this score might first show themselves, doesn’t 
believe it is affected by the GSA order, because its products 
come from a 94-6 domestic-foreign oil ratio. The company 
considers that substantial enough to meet any reasonable 
formula. 


Tire Optimism—Rubber company officials still predict 
gains for everybody in last quarter tire sales, although oil 
marketers, like others, experienced a slight decrease in 
passenger tire replacement sales in the first eight months 
o* this year against 1953. The optimists estimate that 
volume for the entire year, while short of the 5% rise 
fcrecast last January, nevertheless will surpass 1953 by 
several percentage points. 
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Long View of Gas Turbines—Top management of 
many oil companies is taking a close look at gas turbine 
developments in the passenger car field (NPN July 7, p. 25) 
in long-range planning. Consensus is that the gas turbine 
now must be considered in any long-range marketing and 
refining program. 


Commercial Price Probe—Recourse of the National 
Oil Jobbers Council to the Federal Trade Commission for 
possible help in solving the commercial discount problem 
still awaits more detailed information from oil marketers. 
With facts and figures on hand, NOJC thinks it can show 
that some suppliers are pricing commercial sales not only 
“to meet but to beat” competition and may be over- 
stepping antitrust laws. 


Battery Acid Angle—Battery makers are experimenting 
with shipping cartons that will carry a dry-charged battery 
plus a cheap, disposable container for just enough electro- 
lyte to fill the battery. One of the two experimental pack- 
ages has reached actual shipping trials, but will not reach 
the market for two or three months. The polyethylene 
quart bottle, meanwhile, is taking care of the steadily- 
expanding dry-charge volume. 


New Horizons in Liquefied Gas—Development of an 
economical method of storing and transporting liquefied 
natural gas (LNG) apparently has reached the stage where 
some observers believe it is ready to surge forward as a 
booming new industry. This not only would mean in- 
creased competition for fuel markets in the U.S., but could 
permit use of Middle East gas reserves for fueling Europe. 
Setting the development pace is an insulating process 
employing balsa-lined storage and vessel tanks (NPN, 
April 21, p. 15). But large operators in the aluminum, 
stainless steel and plastics industries also are wondering if 
a new market lies waiting for their products. 


Axle-Mile Tax a Fizzle?—Ohio truck operators hope 
their state’s experience with an axle-mile tax on inter- 
state trucking will discourage other states tempted by 
similar third-structure taxes. Ohio’s legislature thought the 
tax would yield $20 million a year. But new compilations 
show that the first nine months of its application—Oct. 1, 
1953, through June 30, 1954—~yielded only $8.67 million, 
or an annual rate of about $12 million. Opponents say the 
tax has cost the state about $1,750,000 in gasoline tax 
revenue and $1,100,000 in truck registration fees already 
this year. They also cite intangibles, such as migration of 
trucking business to other states. 


For more Ahead of the News > 





(Pennsylvania 


S thi 
A ~ Motor Oils will be 
4 advertised in these 
= issues of SPORTS 
as been adde ~ 


Aug.23 Oct. 25 


Sept.13 Nov.8 
Oct. 4 Nov. 2 


9 


Today's Best Oils, Pennsylvania Motor Oils, have been adver- 
tised throughout 1954 in such leading national magazines as 
THE SATURDAY EVENING POST, COLLIER’S, TIME, 
NEWSWEEK, HOLIDAY, COUNTRY GENTLEMAN (BETTER 
FARMING) and others. 


Now, in step with the times, we have added the newest and most 
talked about magazine in the country...SPORTS ILLUSTRATED. 


More than half a million sports-loving, oil-buying motorists will 
be seeing six of our ads in the next few months... more than 
3,000,000 additional impressions for Pennsylvania Motor Oils. 


Take a look at SPORTS ILLUSTRATED yourself! 
Imagine how our messages in this great new magazine 
will be persuading readers that... 


Today's BEST Oils 
start with 


Nature’s BEST Crude 











PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION «+ OQil City, Pennsylvania 
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AHEAD OF THE NEWS 


More Dry-Charge Territory—One of the larger sup- 
pliers of tires and batteries to the oil industry is about 
to offer dry-charge batteries in all parts of the United 
States, under its private brand label. The rubber company 
has been waiting on the battery manufacturers to enlarge 
their dry-charge production capacity. 





New Plug in Sight—A new spark plug designed to re- 
duce plug fouling will hit the market in the next few 
weeks. Speculation is that the new plug may eliminate at 
least one of the problems for which many new additive- 
type gasolines are engineered. Its use, however, probably 
will be limited to certain makes of cars for some time. 


New Signs for Jobbers—The Northwest Petroleum 
Assn. is starting a new billboard service for its jobber mem- 
bers in Minnesota and North Dakota. Feeling that most 
jobber billboard advertising was ineffective, the association 
decided to have an agency draw up some model boards. 
The results feature an interchangeable panel in one corner, 
which may be used for seasonal displays such as those for 
spring or winter changeovers. 


Labor Spotlight on Bakersfield—Industrial relations 
officials are watching AFL Teamsters’ activities in Bakers- 
field, Calif., because the effects may extend beyond that 
region. Teamsters there are trying to organize the huge 
trucking stations, all independently operated. If organized 
truckers boycott them, the stations will have rough going. 
And if the standardized contract the Teamsters are trying 
for is accepted in Bakersfield, the union can be expected 
to try to make it the pattern for other truck stations, of 
which the West has many. 


NPN Staff 


Push for Premium—Premium gasoline sales may get 
new impetus soon after the 1955 models of a lower price 
bracket car are introduced. Early reports indicate that 
while the manufacturer may recommend regular grade 
fuel, the engine actually is on the borderline. Many oil 
company fuels men believe it will require premium fuel 
after a few thousand miles. 


Learning About Oil—Expansion and improvement of 
American Petroleum Institute’s educational program are 
in prospect. Sponsored by API's Oil Industry Information 
Committee, the growing program was in 3,000 schools by 
the end of the past school year. Now, the outlook is that last 
year’s 2,000-school expansion will be exceeded during the 
current school year. As basis for improvement, a study will 
be made to find out how deeply the oil information being 
presented is penetrating. The study is in the planning stage. 


Antifreeze Upturn—Oil marketing men already are en- 
couraged at the way antifreeze sales are picking up early 
this year. Results look promising, particularly along the 
northern belt of states and in Canada, where promotion 
efforts have started. This year’s schedules call for more 
than the usual amount of advertising to induce the car 
owner to install antifreeze before severe weather. 


Avgas Overlap—Amid predictions in some quarters that 
U.S. commercial air carriers eventually will be flying only 
jet and turboprop planes and using only jet fuel, one 
oii marketer observes that with automotive premium 
gasoline going up in octane rating it won't be long before 
cars will be using what virtually amounts to aviation 
gasoline. 
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The J&L line includes all types of 


Closures and Finishes. Bright, colorful 
decorations may be reproduced to 
your specifications. Heavy-duty ICC 
Drums. Light-gauvge Drums. 55, 30 
and 15 gal. capacity and 100-Ib. 
Grease Drums. Lightweight Drums for 
Chemical and Powdered Materials. 
1-10 gal. capacity Steel Pails for 
Foods, Chemicals, Oils. 


FOR STEADY 
ACTION 


... for steady packaging performance 
J&L STEEL CONTAINERS 
ARE ON THE TARGET 


When you specify J&L Steel Drums and Pails you cre 
assured of maximum protection for your product. In 
terms of “steady action” you can depend upon J&L 


\ because: 
e 


You can obtain J&L Steel Drums and Pails through 
plants located in leading industrial centers. You'll find 
J&L service fast and efficient. 


STEEL CORPORATION — Pittsburgh 


405 Lexington Ave., New York 17, New York 
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WASHINGTON 


Court Ruling May Halt ‘Cut-Rate’ Hauling 


For-hire tank truckers are hopeful 
that a recent court ruling on hauls of 
oil products may drive out of business 
a number of “private” carriers who 
have been avoiding government 
licensing and hauling products at 
below for-hire rates—taking good ad- 
vantage of the fact that the 3% 
federal transportation tax does not 
apply to private hauls. 

Early this summer, a New Mexico 
appeals court upheld both a district 
court and the Interstate Commerce 
Commission in halting the unlicensed 
operations of Scott Oil Co. of Albu- 
querque. It had been supplying cus- 
tomers’ stations and plants in New 
Mexico and Arizona with products 
from a New Mexico refinery. 

In ruling that Scott was a contract, 
rather than a private, carrier, ICC and 
the courts held that the fact that Scott 
took title to the products during 
transportation did not give it a “rule 
of thumb” private trucking classifica- 
tion and establish Scott as basically 
an oil wholesaler. Mere title was over- 
shadowed by other factors justifying 
the contract carrier ruling—Scott had 
no storage, performed no _ service 
other than transportation and made 
pick-ups and deliveries in its 18 trucks 
on orders of its customers. 

The appeals court ruling appears to 
have ended the case. The company 
probably will not press for a U.S. 
Supreme Court review in the light of 
the decisive lower court ruling that 
the “material facts are without dispute 
or controversy.” 

This victory should strengthen ICC’s 
hand in moving against other similar 
operations in oil marketing. One par- 
ticular sore spot, for example, centers 
around a large eastern refining and 
marketing area. For-hire carriers there 
are raising the loudest cries about “cut- 
rate, unlicensed” competition. 

ICC’s action against Scott Oil was 
a civil procedure seeking the termina- 
tion of unlicensed for-hire hauling. 
However, it is authorized to seek 
criminal fines against shippers and 
receivers, as well as transporters, for 
violation of the Interstate Commerce 
Act. 

It should be realized, however, that 
this does not hit the hauling operations 
of legitimate oil wholesalers if they can 
show that wholesaling is the primary 
business. 

But the for-hire truckers are hopeful 
that this court ruling may prompt 
marketers to take a close second look 
at current or contemplated arrange- 
ments with outside carriers. This 


could mean more business for the 
legitimate carriers who complain that 
the 3% transportation tax, in con- 
junction with ICC-imposed truck 
rates of from 1.5¢ to 2¢ per 100 Ib. 
above railroads, is putting them in a 
business squeeze. 


Forgotten Defendants 


When the “Detroit Case” is men- 
tioned, every one naturally thinks of 
Standard Oil Co. (Indiana) as the sole 
defendant. Most people have for- 
gotten that when the Federal Trade 
Commission issued its original com- 
plaint against Indiana Standard in 
1940, it issued others at the same time 
against The Texas Co., Gulf Refining 
Corp. and Shell Oil Co. 

These three complaints were based 
on the same grounds as the one against 
Indiana Standard: That the company 
was guilty of unfair pricing practices 
in the Detroit area because it was 
making special prices to certain of its 
customers who were in direct compe- 
tition with other customers of the same 
company. 

The dust of the years has covered 
the complaints, but they have never 
been changed or withdrawn. Mean- 
while, Indiana Standard has been the 
guinea pig, and the others can do 
nothing more than sit by and await 
the outcome—which may still be a 
long way off. 


The Shouting Subsides 


The creation of the White House 
Fuels Policy Committee has quieted 
demands for a new investigation of 
foreign oil imports by the House Small 
Business Committee. 

The staff has gathered preliminary 
data, mostly from small operators in 
Oklahoma, Illinois and Texas, and now 
is awaiting Cabinet Committee de- 
velopments. The staff appears, on the 
surface, reluctant to plunge into the 
petroleum complex. For one thing, 
the staff has no oil expert now com- 
parable to Otis H. Ellis, at present 
general counsel of NOJC, who 
directed the same committee’s 1950 
investigation. 

One committee aide insists that 
eventually the House group will do 
something—either in conjunction with 
or independently of the Cabinet Com- 
mittee. If it is the latter course, at 
least the investigation will come after 
the elections—and probably not be- 
fore 1955—in an atmosphere less 
likely to be charged with primary 
political propositions. 

—NPN Washington Staff 
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To Meet Your Needs... 


YOU'RE RIGHT WITH 
EVER-VTITE 


EVER-VITE serviceability 
prevents leaks and spills; re- 
duces loading and delivery 


time 


the world’s best 
makes your 
hose connections fast and sure 


EVER-TITE dependability 
means longer-lasting, trouble- 
free service. EVER-TITES never 


fail or jam 


quick coupling 


EVER-) @ durability stands 
up under the toughest wear 
EVER-YITE quality is main- 
tained by rigid control of 
construction specifications and 
materials 


AVAILABLE IN SIZES FOR 
EVERY NEED AT LEADING 
DISTRIBUTORS EVERYWHERE 


EVER-TITE 
COUPLING ¢€O. 


254 Wt 





PETROLEUM 


"stocks 
“\ 


Signe WEEKLY PETROLEUM STATISTICS (aPp 
Primary Stocks 


TrAR 


INDUSTRY 


INDICATORS 


Finished and unfinished gasoline (thous. bbl.) 

Distillate fuel oil (thous. bbl.) 

Kerosine (thous. bbl.) Siete "5 

Residual fuel oil (thous. bbl.) ............. 

Crude oil—B. of M., 1 day later (thous. bbl.) 
Refinery Activity 

Crude runs to stills (thous. bbl. daily) 

Foreign crude included (thous. bbl.) 

% of refinery capacity operated 
Refinery Output 

Gasoline (thous. bbl.) 

Kerosine (thous. bbl.) 

Distillate fuel oil (thous. bbl.) . . 

Residual fuel oil (thous. bbl.) 


Crude Supply 


U.S. crude oil production (thous. bbl. daily) 


Crude oil imports (thous. bbl. daily) 


Week Ended 
Sept. 24, 1954 


151,145 
125,571 
38,212 
57,235 
272,574 


6,999 
665 
84.9 


23,975 
2,280 
10,461 
7,469 


6,089 
891 


NPN PRICE AVERAGES* 
Refinery /Terminal 
(¢ per gal.) 
Oct. 1 Sept. 4 Oct.5 


1954 
Gasoline 11.46 
Kerosine 10.37 
Distillate 8.86 
Residual 3.93 
4 principal 
products 8.76 
Lube oil 16.30 
Crude at 
well ($ 
per bbl) 2.81 


1954 


11.46 12.46 
10.25 10.32 
8.74 8.99 
3.86 3.95 


1953 


8.71 9.28 
16.30 18.39 


2.81 2.83 


* Weighted average price, prin- 


cipal markets. 


Week Ended 


Aug. 27, 1954 


153,757 
114,984 
34,260 
55,903 
276,485 


6,955 
666 
84.3 


23,667 
2,101 
10,107 
7,595 


6,048 
676 


Week Ended 
Sept. 25, 1953 


140,298 
125,872 
36,405 
51,936 
284,665 


6,880 
730 
89.3 


23,286 
2,216 
9,676 
8,062 


6,397 
549 


Nake MONTHLY MARKET TRENDS Latest Month Previous Month Year Ago 


Petroleum products in secondary storage (thous. bbl.) 
Exports of crude and refined products (thous. bbl.) 


47,967 (July) 
11,516 (July) 


44,337 
12,742 


49,155 
11,292 


Average station gasoline price, ex tax (¢ per gal.) 
Gasoline consumption (million gal.) 


Service station building permits (number) 
Passenger cars—domestic shipments (thous.) 
Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 

Oil burner shipments (thous.) 


21.70 (Sept.) 
4,571 (June) 
604 (June) 
431 (Aug.) 
61 (Aug.) 
5,948 (July) 
2,287 (July) 
65 (July) 


21.44 
4,292 
513 
437 
62 
6,029 
1,834 
68 


22.02 
4,467 
482 
500 
90 
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SUPPLY AND DEMAND 


Stocks, Runs Increase — Primary 


kerosine inventories (except jet 
fuel) hit an all-time high in the 
week ended Sept. 24, according to 
American Petroleum Institute sta- 
tistics. A 152,000-bbl. gain over 
the previous record was shown by 
kerosine stocks, which now stand 
at 38,212,000 bbl. The new rec- 
ord represents a gain of 568,000 
bbl. over the week ended Sept. 17. 
Refinery runs of crude oil lacked 
only 1,000 b/d of an even 7 mil- 
lion-b/d average for the week 
ended Sept. 24, API reported, a 
gain of 30,000 b/d over the week 
ended Sept. 17. Crude oil and con- 
densate production averaged 6,- 
183,650 b/d, down 12,750 b/d 
from the week ended Sept. 17. 


Imports Exceed Million—For the 


second time in a four-week period, 
imports of foreign crude oil and 
products for the week ended Sept. 
24 averaged more than a million 
b/d. Imports east of California 
alone averaged 1,145,500 b/d, and 
added to 50,900 b/d of crude oil 
imported in California. U.S. totals 
averaged 1,196,400 b/d. California 
imports declined 32,500 b/d, API 
reported. 


Lovisiana Allowable Up — The 


Louisiana State Conservation Com- 
mission has set the state’s crude 
oil allowable for October at 602,- 
145 b/d, a 10,010-b/d increase 
from September. North Louisiana 
was alloted 110,228 b/d, South 
Louisiana, 491,917 b/d. 


Gas Output Up—Marketed pro- 


duction of natural gas in the U.S. 
for the second quarter of 1954 
totaled 2,046 billion cu. ft., up 3% 
from a corresponding 1953 period, 
reported the Bureau of Mines. 
Residential and industrial con- 
sumption were 415 billion and 128 
billion cu. ft., respectively, in the 
second quarter. Both represented 
a 10% increase over last year. 


Kuwait Output Soars — August 


erude oil production in Kuwait 
came to within 830 b/d of equal- 
ling an all-time high set in March. 
The August average was 1,011,349 
b/d compared with an average 
production of 976,150 b/d in July 
and 877,937 in August, 1953, ac- 
cording to Kuwait Oil Co. Ltd. 








Thke 
doing 


Ousiness 


wilh 
Richfield” 


"Word-of-Mouth’ Advertising from Somerville, N. J. 


When an oil distributor tells other distributors—word of 
mouth—that he likes his supplier, you can be sure he really 
means it. So read this Richfield word-of-mouth 

advertising from Richfield Distributor Morris Baldinger 

of Somerville, N. J. 


“When we began our operations in 1932, Richfield was not 
represented in our territory. Today, we enjoy a sales 

volume of approximately 5,000,000 gallons. 

I like doing business with Richfield because we have always 
received the very best cooperation from Richfield executives 
in all departments. They are always very much interested 

in our problems. I like the Richfield franchise-marketing 

of well advertised, quality products.” 


Do you really like your supplier, or (as do so many 
distributors) do you find yourself regarded as just another 
pin on somebody’s map? Find out why so many 

Richfield Distributors like Richfield and are proud to say so. 
Write, wire or phone. 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


542 FIFTH AVENUE, NEW YORK 36, N. Y. 
Serving the Eastern Seaboard from Maine through Florida 


’ 
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With NEW Dispersant FO 


Sella better 
Furnace Oil 


Eliminate 
“water” problem 


oe 


Improve refinery «.. 


balance by using more «| 


= TE A Comm EE eer 


eee 


cat-cracked fuel stocks =’ 


Dispersant FO is a new gum-dispersing, rust-inhibit- 
ing additive that greatly reduces, even eliminates, 
deposits and screen clogging in home heating units 
and storage tanks. Your product with FO will offer 
dealers many competitive advantages and greatly 
reduce their number of costly service calls due to 
clogged filter screens and nozzles. 


“Wet fuel” is always the big problem for the distri- 
butor, dealer and home user. The active ingredient in 
FO is an entirely new chemical, develo red es vecially 
for use in furnace oils. NEW DISPERSANT FO 
DOES NOT EMULSIFY WATER WITH BURNER 
OIL. It will settle the water out of burner oils in 
short order to provide a “dry” fuel. 


Furnace oil with FO has exceptional rust-proofing 
properties. Steel and iron surfaces in contact with the 
oil and the water layer are made corrosion resistant. 


For complete product data and samples, 
write or phone the nearest Oronite office. 


ORONITE CHEMICAL COMPANY 


200 Bush St., San Francisco 20, Calif. « 714 W. Olympic Bivd., Los Angeles 15, Calif. 
30 Rockefeller Plaza, New York 20, N.Y. + 20 North Wacker Drive, Chicago 6, lil, 
Mercantile Securities Building, Dallas 1, Texas 
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This new additive improves stability and permits 
the blending of higher percentages of cat-cracked 
stocks without additional gum formation. It im- 
proves refinery balance, and you can cut costs by 
reducing the severity of acid treating of your cat- 
cracked heating stocks. 

The stabilizing action and rust-inhibiting quality 
of Dispersant FO are obtained at very low dosages. 
Usually added in the ratio of | pint per 1000 gallons 
of oil stock, at any temperature, prior to shipment 
by tanker, pipe line or truck. 


COMPANY 
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THE INDUSTRY October 6, 1954 


How to Save Brand Competition on Highways 


Socony-Vacuum is sounding a call 
to arms to the oil industry to fight back 
at government control of highway serv- 
ice stations. Warning that free enter- 
prise is at stake, Socony Marketing 
Director Herbert Willetts last week 
stated flatly: 


BPSPPVS 


Socony-Vacuum believes: 


® Oil men should fight legislation 
aimed at government control of gaso- 
line outlets on limited-access highways. 

e We must convince our customers 
that competition in the gasoline -busi- 
ness is best for them. 

© We should give warning to other 
businessmen that they may be next to 
suffer from government competition. 

e We must put our minds to the 
highway problem and declare our- 
selves in favor of better roads. 








To back up these beliefs .. . 


Socony offers a survey showing 
that the various forms of government 
control on limited-access roads has 
driven gasoline prices as much as 6¢ 
gal. above prices in adjacent areas. 

Willetts, vice president and director 
in charge of domestic marketing, out- 
lined his company’s views at the Penn- 
sylvania Petroleum Assn. convention 
last week in Pocono Manor, Pa. A 
partial text follows. 

This talk is concerned with the 
problems we as oil marketers face be- 
cause the highways of our country, 
especially in areas of large population, 
have failed to keep pace with the grow- 
ing use of motor vehicles. 

Because I am speaking to a group 
of oil marketers, I am assuming that 
all of you here—members of the asso- 
ciation and your guests from supplying 
companies—feel as I do on three basic 
points. I shall merely state these 
points without feeling it necessary to 
argue in favor of them. They are: 

e That government—federal, state 
or local—should not be in competition 
with private business, directly or in- 
directly. 

e That the oil industry does an ex- “tees 
cellent job of meeting consumer needs, . 
that it gives the consumer an excellent 
value, and that all aspects of it de- 


~ . : SOCONY’S WILLETTS—“The fight is over whether there shall be government control 
serve to continue in private hands 


of business on highways. It’s a fight we must start winning now.” 
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“The problem, like an iceberg, is bigger 
than shows on the surface.” 


under the 
system. 

e That our nation must have high- 
ways adequate for the present and 
future motor vehicle population. 

I believe that the great majority of 
the American people agree with us on 
those three points. But at the same 
time I am deeply disturbed by some 
recent developments in the highway 
picture which indicate a trend toward 
decreasing the role of private compe- 
titive enterprise and increasing the role 
of government in the sale of gasoline 
on highways. This is truly alarming 
when it is considered that patterns set 
in the next few years, which will see 
huge highway building programs go 
forward, will affect the future of every 
one of us for many years to come. 

New Highways Planned — Right 
now, most states are carrying out the 
largest highway-building programs in 
their history. Last year total expendi- 
tures for all highway purposes, by all 
levels of government, approximated 
$5.5 billion, and the figure for 1954 
may reach $6.5 billion. Of this latter 
amount, more than $3.5 billion will 
go for construction. In some states 


competitive enterprise 
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the acitvity might be even greater ex- 
cept for shortages of trained construc- 
tion engineers. 


TRAFFIC CONGESTION 


Subsequent years are going to see 
even bigger programs, because Ameri- 
can motorists, particularly in metro- 
politan areas, are fed up with driving 
on inadequate roads. They want better 
roads and, in some instances, they 
want additional roads. 

The population of the United States 
is increasing at the rate of about 2.5 
million people annually. This means 
that we shall have not only popula- 
tion growth and consequently more 
people of driving age, but an increas- 
ing percentage of drivers among those 
eligible for licenses. 

But even at the present time the 
American motorist in thickly popu- 
lated areas is facing a choice between 
seeing that his demand for better 
highways is realized and giving up 
many of the pleasures and conveni- 
ences associated with automobile 
ownership. You know how much the 
automobile means to the average 
American, and you know which choice 
he will make. He is going to demand 
and get better highways. 


GOVERNMENT COMPETITION 


The motoring public is aware at 
least of the present problem, much is 
now being done about it, and public 
opinion is going to demand that much 
more be done. What, then, is there 
to be concerned about? A summary 
answer to that question is this: There 
is a real danger that governments— 
mostly state governments, but also city 
and county governments — will, 
directly and indirectly by | various 
means and in various ways, get into 
the gasoline business and other private 
businesses on highways. There is a 
great struggle developing over govern- 
ment control of a substantial amount 
of private business as a result of high- 
way legislation. It’s a fight we must 
start winning now. Five years from 
now will be too late. 

Such legislation relates to toll or 
non-toll limited-access highways. I 
should like to make very clear that I 
do not oppose toll roads or other 
limited access highways. Quite the 
contrary, I think limited access high- 
ways, toll and non-toll, are desirable 
in some instances. Fundamentally the 
fight is not over whether there should 
or should not be limited access high- 
ways, but rather over whether there 
shall be government control, even out- 
right government operation, of busi- 
nesses on these highways. 

Tolls a Local Issue—As I see it, the 


question of whether a certain road 
should be toll or non-toll, limited 
access or Otherwise is a purely local 
issue. The point is that no matter 
what kind of a road or where, we 
believe that businesses drawing patron- 
age from it should be in private hands, 
under private control. That is the 
issue on which we cannot afford to 
compromise. 

My company has three basic beliefs 
about the sale of petroleum and other 
products on limited-access highways, 
toll and non-toll: 

1. Motorists using such |. thways 
should have a choice of brands. 

2. Sellers— large and small — of 
petroleum and other products should 
have, in a practical as well as a theore- 
tical sense, an opportunity to do busi- 
ness with motorists traveling these 
highways. When this opportunity does 
not exist, the state is taking business 
away from many taxpayers and 
channeling that business to itself and 
to one or a few taxpayers who are 
willing to pay high real estate rental 
for whatever reasons they may have. 

3. Highway commissions or authori- 
ties should not depend on the sale of 
oil, food or other products for revenue, 
other than taxes levied uniformly on 
an industry throughout the state. 


These three points can be met if 
shopping areas are located at intervals, 
allowing the motorist to leave the 
highway on to a service road and buy 
oil, food and other products at outlets 
built by members of each industry on 
land leased or purchased. 





Competition or Not 


Of the 27 states that have 
enacted toll-road legislation, only 
11 definitely provide for com- 
petition in the leasing and op- 
eration of service facilities. 

Those states are Florida, 
Georgia, Kansas, Kentucky, 
Louisiana, Michigan, Nebraska, 
Ohio, Oklahoma, Rhode Island 
and Virginia. 

Twelve states — Colorado, 
Connecticut, Illinois, Indiana, 
Maine, Maryland, Massachu- 
setts, New York, Pennsylvania, 
Texas, West Virginia and Wis- 
consin—do not provide fo 
adequate competition. 

New Hampshire and Washing- 
ton prohibit all commercial ac- 
tivity from the  toll-road 
right-of-way. New Jersey and 
North Carolina leave the mat- 
ter of competition to the dis- 
cretion of the highway authority. 
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THE FIGHT SO FAR 


How has competitive enterprise 
made out in resisting legislation to put 
governments into the gasoline business? 
The figures I am about to give are for 
toll roads, but the thing to keep in 
mind is that the struggle between state 
and private control is not confined to 
toll roads. Concepts that prevail in 
toll road legislation may very well be 
carried over to non-toll, limited-access 
highways. 

In this connection, I might point out 
that one state — Massachusetts — 
already has a statute with grave 
implications. The Massachusetts 
Department of Public Works is 
authorized to designate any highway 
as limited access, then to operate or 
lease Out service stations and restaur- 
ants on that highway. When Massa- 
chusetts first passed a limited-access 
road law a number of years ago, in- 
dustry representatives attempted to 
have provisions incorporated guaran- 
teeing private competition. 

Another measure later was adopted, 
with the backing of the administration 
and the highway department, giving 
the Public Works Department com- 
plete supervision and control over 
gasOline stations and all other facilities 
abutting limited access roads. All 
attempts to have this amended have 
failed so far. The state has already 


put one highway under the provisions 
of this law and in asking for bids for 
construction and operation of service 
facilities, insisted that oil companies 
also bid on restaurant facilities. 
Twenty-seven states have enacted 


toll-road legislation. In 12 of them 
no provision whatsoever has been 
made for competition in the leasing 
and operation of service facilities, and 
the state or highway authority has the 
power to operate or lease all service 
station facilities. Two state laws indi- 
cate that the legislature favored com- 
petition but leave it to the discretion 
of the highway authority as to how 
this should be accomplished. Eleven 
states have legislation with a manda- 
tory provision to assure a degree of 
competition among brands, but even 
in most of these states facilities may 
be built and owned by the state. Two 
states out of the 27—-New Hampshire 
and Washington — prohibit all com- 
mercial activity from the toll-road 
right of way. 

All in all, this is not a pretty picture. 
In varying degrees, eight states, today 
are in the service station business on 
toll roads, collecting royalties on gaso- 
line sales. These royalties range from 
1.83 to 8.03¢ a gal. 

The gallonage affected so far is very 
small compared with the amount that 


could be affected. There are now 
only 978 miles of toll road in opera- 
tion. Under construction are 1,120 
miles, and an additional 4,700 miles 
have been specifically authorized—a 
total of about 6,800 miles. 


CONTROL ON OTHER ROADS? 


But in addition to toll roads, present 
and future, there are hundreds of other 
highways on which governments might 
seek to monopolize service-facility 
sites. The Bureau of Public Roads, 
an agency of the Federal Government, 
right now is urging that 90% of the 
40,000-mile Interstate Highway System 
be relocated and designated as limited 
access. Besides that, this bureau is 
advocating that states pass the bureau’s 
so-called “model law,” including a 
provision under which any existing 
highway could be converted to limited 
access. All this doesn’t mean that we 
should let control legislation already on 
the statute books go unchallenged. It 
does mean that the problem, like an 
iceberg, is bigger than shows on the 
surface. 


WHAT OIL MEN CAN DO 


Frankly, we have lost the first skir- 
mishes, but I am confident that we 
can still win the battle. To start you 
thinking as to how it may be done, I 
should like to offer a four-point pro- 
gram. 

First, let us, all of us—jobbers, 
dealers, supplying companies, com- 
mission agents, transport truckers— 
join hands in opposing any legislation 
in any state and in Washington which 
would give a unit of government con- 
trol over gasoline outlets, through 
ownership of highway sites, through 
collections of royalties on gasoline 
sales, or whatever other form it may 
take. 

We need not be ashamed of fighting 
for competitive enterprise, because 
when we are doing that we are fight- 
ing for the real interests of the motorist 
just as much as for ourselves. 

In the past there has been a ten- 
dency by some to consider a turn- 
pike bill, for example, unimportant 
because the turnpike wasn’t going into 
their territory and couldn't possibly 
affect them. None of us can afford to 
take such a view. Any bill which puts 
government into the gasoline business 
affects every one of us in this room, 
no matter where it passes or how many 
miles of road it applies to. 

One of the most important things 
we can do is to see that our own 
legislators fully understand the issue. 
It must be made clear to them that a 
vote for putting government into the 
gasoline business is a vote against 
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“There is no more reason for a state to 
get into the gasoline business by virtue 
of site control than into other business. 


competitive enterprise. This job can- 
not be left entirely to the paid staff of 
the PIC and the state PIC committees. 
In every state they need every bit of 
help that they can get from every man 
and woman in the oil business. 

The second point is that we must 
convince our customers that competi- 
tive enterprise in the gasoline business 
is best for them. For the most part, 
they don’t care what is good or bad 
for us. They want to know what's in 
it for them. 

Motorists should be made aware of 
the fact that they pay higher prices for 
gasoline where competition has been 
eliminated or reduced as a result of 
state control of sites on limited-access 
highways. My company recently 
made a study comparing prices on 
such highways with those at dealer 
stations in adjacent areas. The study 
covers 28 points in six states. On 
Aug. 1, 1954, at two points gasoline 
was selling at the same price at state- 
controlled stations as in the adjacent 
area. At one point—which is near 
several access roads—it was slightly 
lower at the state-controlled station, 
but at 25 points the motorist was 
paying more for gasoline at state- 
controlled sites than at dealer stations 
nearby. In only four instances was 
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the differential less than 2¢ a gal. 
In 14 instances it was between 2¢ and 
3.9, in five instances between 4¢ and 
5.9 and in two instances it was more 
than 6¢. This is a toll on top of a 
toll. Though I do not think most 
members of legislative bodies which 
passed the laws so intended, the result 
is that several states are cashing in on 
the monopolistic position they have 
created for themselves. 

Bids for gasoline concessions have 
been running very high. As the study 
I have just quoted shows, these high 
bids result in a higher price level for 
gasoline on limited-access highways 
than off them. What I am saying is 
that much of the revenue the state 
collects from gasoline concessions 
comes straight out of the motorist’s 
pocket, and this toll on top of a toll 
should be recognized for what it is. 
If this additional revenue is required, 
it would seem to be better to collect it 
through a higher toll and let competi- 
tion return to the highways. 

The third of my four points is that 
we should see that people in other 








businesses understand that the present 
trend in highway legislation opens the 
door to government competition with 
private industry. Chambers of Com- 
merce, service clubs, trade associations 
should be urged to study this problem 
so they will realize an important 
principle is involved. As I said a while 
ago, while this is a matter of immedi- 
ate concern to the oil business, the 
problem is not ours alone. 

The last, and most important, point 
is that we in the oil business must 
think and act constructively and 
purposefully on the highway problem. 
We must make clear that we strongly 
and actively favor better highways. 

In some areas, unfortunately, oil 
people have the reputation of being 
against better highways. We don’t 
deserve such a reputation, but we 
would be less than realistic if we didn’t 
recognize that our vigilance against 
waste and our efforts to keep gasoline 
taxes at a reasonable level have been 
misinterpreted. 

I might add that selfish interests 
have not been adverse to distorting 


own] MISSISSIPPI 
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our position on these matters. 

At this stage, we can’t afford any 
misunderstanding or misinterpretation. 
The motorists who want better roads 
must know that we are with them 
wherever the need exists. State offi- 
cials, legislators and organizations 
interested in better highways must 
know where we stand and be en- 
couraged to call on us for consulta- 
tion. 

As for the questions of financing 
new roads, I strongly believe that we 
in the oil business are likely to get 
more attention for our views if we are 
inside rather than outside better-road 
planning. 

Our participation in the solution of 
the highway congestion problem must 
be commensurate not only with the 
size of our stake in the solution, but 
also with the great ability of people 
in our industry to get things done. 

A full effort by all of us in the oil 
business will assure a speedier solu- 
tion of the highway problem, and the 
kind of solution that will be a victory 
for competitive enterprise. 


at but hore Ha 
NO. | choice in 
MOTOR OIL 


No. 1 because it exceeds every requirement for Heavy 
Duty Service and is especially recommended for use in pas- 
senger cars with hydraulic valve lifters. Keeps them free 
from gum and varnish. No more sticking valves 


Complete Warehouse Stocks 
of HI-V-1 oil available: Enid, 
Oklahoma City, Okla.; Su- 
perior, Omaha, Grand Is- 
land, Lincoln, Nebr.; Hutch- 
inson, Kans.; Mason City, 
Rock Rapids, Cedar Rapids, 
lowa; Fulton, Mo.; Amarillo, 
Texas; Denver, Colorado. 





Write for information on a dealership in your territory! 


A PRODUCT OF CHAMPLIN REFINING COMPANY e ENID, OKLAHOMA 
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Marketers Push Oil Progress Week Plans 


Oil Industry Information 
Committee is predicting the big- 
gest Oil Progress Week in his- 
tory as oil men all over the 
country line up speeches, din- 
ners, celebrations and other spe- 
cial events to take oil’s story to 
the consumer. 

Emphasis during the seventh 
annual event will be on the local 
marketers who are working hard 
to get things ready. 


Here are a few of the big things 
that will be happening in various parts 
of the nation when Oct. 10-16 arrives: 

In Providence, Rhode Island, an oil 
man-cOmmunity leader dinner will be 
held Oct. 13, after a parade featuring 
industry vehicles. Service station deal- 
ers in the state are offered a “pack- 
age deal” on promotional materials. 

Maine is holding a state-wide oil 
essay contest. 

Folder Contest—Topping the list for 
the New York-New Jersey area is a 
Lucky Folder dealer contest in Greater 
New York. More than 2,000 dealers 
are expected to distribute at least 600,- 
000 folders. Winning dealers will get 
cruises to Nassau and Bermuda. Prizes 
for customers range from similar trips 
down to television sets. 

Extensive plans being made in the 
Middle Atlantic district include special 
luncheons and dinners, film showings, 
“Magic Barrei and Magic Suitcase” 
demonstrations, fashion shows, plant 
tours and other special events. 

Another big Lucky Folder promo- 
tion is scheduled for the Southeast. 
In Atlanta, Miami, Jacksonville and 
Charlotte, more than 2,000 dealers 
will hand out a third of a million 
folders. Winning customers and dealers 
will get 16 free trips to Nassau. 

Ohioans will hold a Business-Indus- 
try Education Day in Toledo, with a 
big banquet scheduled for Cleveland. 
Columbus will hold a premiere of the 
special movie, “The Story of Colonel 
Drake,” for Gov. Frank Lausche and 
his family. In Louisville, Ky., more 
than 70 service stations will hold a 
decoration contest with the “Oil Serves 
You” theme. 

Talks Scheduled—Speeches by wide- 
ly-known oil men before community 
leader luncheons will headline Wis- 
consin activities. In Detroit, emphasis 
will be on the “Oil Man for a Day.” 
A “Miss Petroleum,” dressed in oil- 
derived products, will appear on tele- 
vision. More than 50 “Oil Man for a 
Day” programs have been scheduled 
in IHinois. 





Oil Progress Week Goes to Sea 


@ The Lewis Oil Co., Port Washington, Long Island, N. Y., is publicizing 
Oil Progress Week (Oct. 10-16) on sea as well as land. The company 
dressed one of its tugs up in a large “Oil Serves You” banner. Lewis has 
two tugs which tow oil and gasoline barges from New York Harbor ter- 
minals to Port Washington. Shown above are (left to right) Harvey W. 
Lewis, company president; Capt. R. E. Eaton, of the tug pictured, and (on 
the ladder) Edwin Lewis, the company’s yard superintendent. 








At least 300 communities in the 
Missouri-lowa-Nebraska district are 
expected to be in on Oil Progress 
Week Festivities this year. Several top 
oil men will speak a special events 
and Kansas City dealers will distribute 
more than 110,000 Lucky Folders. 

Again in the Rocky Mountain dis- 
trict, Lucky Folder contests and 
speeches by oil men head the program. 
Members of the Women’s Committees 
and Desk & Derrick Clubs at Denver 
and Casper, Wyo., are participating 
this year by arranging special oil ex- 
hibits in stores and banks. 

Texans will take their oil promotion 
to the football field. Local committees 
around the state will conduct between- 
halves programs at high school foot- 
ball games, concentrating on Texas’ 
stake in the industry. Permian Basin 
Oil Show at Odessa will erect a 
“Boomtown” with mud streets, wooden 
store fronts and the Drake film play- 
ing in the theatre. 

Scheduled up and down the West 
Coast are talks by oil men, and Doug- 
las McKay, Secretary of the Interior, 
will speak at Long Beach, Calif. 
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Jobber Offers Guarantee 
To Undersell Other Fuel 


The Griffin Fuel Co., Tacoma, 
Wash., one of the largest fuel oil dis- 
tributors in the Pacific Northwest, this 
week offered a guarantee to undersell 
natural gas, manufactured gas or elec- 
tricity during the next 10 years. 

In announcing his guarantee, Presi- 
dent Edwin L. Griffin said his com- 
pany would provide fuel oil heat to 
customers at a lower net cost per Btu 
than that presently being offered by 
gas or electricity. 

Griffin said his company has found 
that “because of the unwarranted pub- 
licity natural gas has been receiving, 
many new home owners, industrial 
builders, architects or contractors have 
been confused. 


“We feel this (guarantee) should 
clear the atmosphere so that builders 
can go ahead with their plans and in- 
dustrial plants can proceed, knowing 
what their fuel costs will be and be 
able to select the right heating equip- 
ment.” 
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Oil Sales in U.S. Show Increase 


Total domestic sales of oil 
products crept up 0.6% during 
the first six months of this year 
compared with the same period 
in 1953, J. E. Swearingen, vice 
president for production of 
Standard Oil Co. (Indiana) re- 
ported to the U.S. Chamber of 
Commerce last week in Denver. 

In his report on the outlook for 
the oil industry, he pointed out that 
some needed adjustment still is in 
progress, particularly in gasoline pro- 
duction and stocks. 

As business picks up in the com- 
ing months, he said, strength appears 
certain in light products—especially 
distillate fuel oil. This reflects the 
big housing construction program and 
improvement over low demand during 
last year’s mild winter, Swearingen 
said. 

“Increases of a more modest order, 
but as significant in volume, should 
occur in gasoline as a result of more 
cars and more driving,” he explained. 

Outlook Favorable — Swearingen 
said the industry now is in good health 
and the outlook through 1955 is “en- 
couraging.” Here are some other 
highlights of his report: 

e “We estimate that during the third 
quarter, the U.S. crude oil producing 
industry will operate at only 75% 
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s Dealers Give Polio Fund 


@ The call for contributions to the Emergency Polio 
Fund brought quick and profitable response from Trice- 
Oil (Reginald Trice, Inc.) dealers in Macon, Ga. Dealers 
for the Macon jobber got together and donated 4¢ gal. 
on all their sales for one day to the fund, and news- 


Jobber’ 


of capacity, with over 2 million b/d 
of capacity remaining unused. If all 
crude oil imports were replaced by 
domestic production, the industry still 
would have a reserve producing ca- 
pacity of well over the 1 million b/d 
desired by the military services. 
“An inescapable fact is that foreign 
crude oil currently is supplanting, not 
supplementing, domestic crude oil 
production.” 
e Heavy imports are “adversely af- 
fecting the domestic producing indus- 
try,” but a deadlier threat lies in 
attacks on the depletion allowance. 
Swearingen’s report included the 
following table on the supply-demand 
balance (in thousands of b/d): 


ist Half 
1953 1954 
Domestic crude and 
NGL production 7,165 7,128 
Imports-crude and 
products 1,078 1,056 
Total supply, — - - 
all oils 8.243 8,184 
Domestic demand 
Motor fuel 3,241 3,309 
Kerosine 329 333 
Distillate fuels 1,451 1,528 
Residual fuel 1,623 1,496 
All other 1.058 1.082 
Total domestic 
demand 7,702 7,748 +0.6 
lotal exports 431 363 —15.8 
Total demand, 
all oils 8,133 8111 —03 


: 


PSERVICENTER— I @* 


it 


Helping Hand 
papers and television publicized their plan. 
participating (left to right) were Tommy Jenkins, S. M. 
Lassetter, John Davis, Fred Tidwell, K. B. Olmstead, 
Spinks Curley, Bob Matson, Jack Paul, A. S. Watkins, 
Ernest Balkcom and Peyton Smith. 


201,444 Stations in U.S., 
Census Bureau Estimates 


Latest estimate from the Census Bu- 
reau indicates that there were 201,444 
gasoline service stations in operation 
in the country at the end of 1953. 
This figure is an increase of 13,188 
from the total reported in the 1948 
business census. 

The report, based on 1953 retail 
trade information, also estimated that 
the total dollar volume of sales and 
services amounted to $10.5 billion 
compared to $9.9 billion in 1952. 
Other figures (with 1952 figures in 
parentheses): merchandise inventory 
on Dec. 31—$521,800,000 ($514,000,- 
000); accounts receivable on Dec. 31 
—$304,833,000 ($256,014,000); sales 
inventory ratio—20.4 (19.1). 

In the annual report, the bureau 
based business classifications on the 
predominating volume of sales or serv- 
ice. 

For example, an_ establishment 
would be listed as a service station 
rather than a garage if at least 50% 
of dollar gross came from the sales of 
gasoline, oil and TBA as against auto- 
motive services. 

The bureau arrived at its figures af- 
ter “sampling” 1-2% of retail estab- 
lishments in each line of business. 
Lack of funds has prevented an actual 
nose counting. 


Dealers 
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Tennessee Jobbers Rap Suppliers 


Some Tennessee jobbers are 
getting increased margins on 
regular-grade gasoline from their 
suppliers, according to informa- 
tion that came out of a closed 
session during the Tennessee 
Oil Men’s Assn. convention last 
week in Memphis. 

Two major suppliers have granted 
certain of their jobbers margin in- 
creases of 0.25¢ gal. on regular, up- 
ping the margins from 2.75¢ to 3¢ 
gal. A third supplier has promised 
one of his jobbers a like increase on 
Oct. 1. Jobbers said that in all three 
cases premium-grade margins will re- 
main at 3.25¢. 

Major suppliers came in for some 
sharp criticism during the three-hour 
closed discussion. Out of the meeting 
came motions directing the associa- 
tion’s resolutions committee to pre- 
pare formal resolutions that will: 

e Support the National Oil Job- 
bers Council in its attempt to get sup- 
pliers to spell out their individual 
policies on handling commercial ac- 
counts. 

e Ask that a specific time limit be 
set on a “temporary” allowance. The 
discussion on margins developed after 
E. J. Connable, independent jobber 
from Memphis, said considerable talk 
about increases had been going around. 
He urged jobbers to discuss their new 
contracts freely so that others could 
judge for themselves what to ask of 
their suppliers. 

The price war problem, which 
worked its way into the discussion 
later, brought the argument closer to 
home. Some members accused others 
of helping to start wars that are now 
in progress in several small towns. 

None had any specific plans for 
stopping price wars, but one jobber 
said he believes the best thing for the 
industry is to return to “being com- 
petitive with service, quality of prod- 
ucts and plain old-fashioned salesman- 
ship in order to build volume, rather 
than doing what any 10-year-old can 
do—cut prices.” 


Looking Ahead—J. G. Jordan, 
Shell Oil Co.’s vice president for mar- 
keting, took the same approach in his 
speech before the convention, naming 
three things a jobber must do to main- 
tain his place in the industry: 

—Operate efficiently through careful 
cost control and proper maintenance. 

—Giving highest service to cus- 
tomers through continued training of 
high-caliber employes. 
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—Improve sales outlets in order to 
increase TBA sales. 

Also, Jordan said, the jobber must 
have the ability not only to deal with 
current problems but to think ahead 
about how to satisfy his customers. In 
designing service stations, he advised 
jobbers to be ready for changes that 
the next 15 years will bring. 

New Officer—G. B. Dickey, Jr., 
Nashville jobber, succeeds William D. 


MI 


Petway of Chattanooga, as president. 
The association voted to hire for the 
first time a permanent, paid secretary. 
In the past, the secretary’s job has 
been handled partly by the association’s 
general counsel, Alfred T. Levine, and 
partly by elected association members. 

The Tennessee jobbers, believing a 
metropolitan jobber’s problems are not 
necessary similar to those of a rural 
jobber, will conduct small conference 
meetings throughout the state to try 
to work out the specific troubles of 
each jobber. 


A FREIGHT ELEVATOR 
ON THE BACK OF 
® YOUR TRUCK... with 


only one lever, one cylinder 
TO DO ALL OPERATIONS 


Efficient material handling into and out of trucks is now at its peak of 
perfection. So simple—so safe one man can handle loads up to 4000 
Ibs.—at one time. Load or unload anything, anywhere. Anthony design 
eliminates time-consuming operations—does this without extra cylinders, 
valves, controls, etc. A complete range of capacities for all trucks and 


semi-trailers. 


New Brochure shows HOW you can save up to 50% on your trucking 


costs. Send for your copy today. 


POWER 


OPENING 
CLOSING 

LIFTING 
LOWERING 


Ae 
Potd. & Pats. Pend. 
U.S. and Foreign 


ANTHONY — 
LIFT 2 GATES 


The Power to lower delivery costs 


ANTHONY COMPANY - 


STREATOR, ILLINOIS 
DEPT 5410-C 
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Merger Still a Target, OWIU Says 


Oil Workers International 
Union has not withdrawn entire- 
ly from its proposed plan to 
merge with independent oil 
unions, says O. A. Knight, 
OWIU president. 

OWIU merely has been released 
from a two-year-old commitment that 
it would not try to organize those 
unions, he said. 


Apparently wanting to make it clear 
to independent unions that OWIU 
still is willing to merge if possible, 
Knight said: 

“It is incorrect that the indepen- 
dent unions had released us from 
our merger commitments. The status 
of our merger actions remains un- 
changed. The independent unions did 
release us from a commitment we 


“Best way I’ve found 
to sell auto lamps” 


You'll say the same thing when 
you see what the Tung-Sol Auto Lamp 
Merchandiser does to pep up your lamp 
sales. You'll have your lamp stock in 
one easy-to-get-at location—no loose 
boxes scattered over your shelves. The 
time you save and the extra sales you 
get because customers have been re- 
minded of lamps they need, will make 
the Tung-Sol Lamp Merchandiser one 
of your most valuable sales aids. 


On top of all that, the beautiful plastic 
cabinet costs you not a penny when 
you order the assortment of 100 Tung- 
Sol Auto Lamps—all the popular num- 
bers you need for everyday service. 
(You'll find such a variety of uses for 
the handy cabinet that you will want 
as many of them as you can get.) 


Lamps are an important part of your 
TBA program and the Tung-Sol Lamp 
Merchandiser is just what you need to 
make more sales—and more happy cus- 
tomers with safely lighted cars. 
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TUNG-SOL AUTO LAMP 
MERCHANDISER #100 





This is the #100 lamp assortment 
packed with the 
TUNG-SOL merchandiser 
10 Type 51 10 Type 1129 


20 Type 55 20 Type 1154 
30 Type 63. «—-10 Type 1158 
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TUNG-SOL ELECTRIC INC. 
Newark 4, N. J. 


Sales Offices: Atlanta, Chicago, Columbus, Culver 
City (Los Angeles), Dallas, Denver, Detroit, New- 
ark, Philadelphia, Seattle. 

Tung-Sol makes All-Glass Sealed Beam Lamps, 
Miniature Lamps, Signal Flashers, Picture Tubes, 
Radio, TV and Special Purpose.Electron Tubes and 
Semiconductor Products. . 


made more than two years ago to 
refrain from organizational efforts 
among independent oil unions.” 

Knight pointed out that when the 
1952 wage coalition was created, 
OWIU promised it would not try to 
organize any independent union with- 
in the coalition. This pledge still was 
in effect during later efforts to bring 
about an actual merger—rather than 
a mere coalition—of oil unions. 

But despite Knight’s statement, it 
appears obvious that the merger drive 
has reached a virtual standstill and 
that OWIU therefore has been re- 
leased from its no-organizing pledge 
in order to permit an OWIU attempt 
to build a stronger oil union through 
other means than a quick merger with 
the independents. 


Degree Days Climb 
In East, Great Lakes 


Degree days along the East Coast 
and the Great Lakes were up in the 
Sept. 1-25 period, compared with last 
year, while total degree days for the 
Midwest, West Coast and Southeast 
areas were 99 less than normal. 


Season Sept. 1-25 Week 

Sept. 

East Coast 1954 1953 Normal 19-25 
Boston 101 64 51 34 
New York (a) 43 39 21 19 
Philadelphia (a) 18 29 22 il 
Washington 8 28 28 8 

Average 43 40 31 18 
Great Lakes 
Buffalo 119 118 46 52 
Chicago 31 +61 63 21 
Cleveland 43 79 7 35 
Detroit 69 92 64 40 
Toronto (a) 128 119 53 

Average 78 9% 60 40 
Midwest 
Denver 25 46 83 25 
Minneapolis 127 111 47 
Omaha i 63 18 
St. Louis (a) 11 10 28 11 

Average 46 51 25 
West Coast 
San Francisco (a) 84 71 95 13 
Seattle (a) 88 59 101 20 

Average 86 65 98 17 
Southeast 
Birmingham, Ala. 1 1 8 1 
Charleston, 

S. C. (a) 0 0 0 
Nashville, Tenn. 4 6 18 
Raleigh, 

N. C. (a) . 11 

Average 2 5 9 

Degree days are on 65 deg. F. basis. 

(a) Readings at city offices. Readings in 
other cities taken at airport offices. 
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Big Airline Contract 


@ Standard Oil Co. of California 
has agreed to one of the largest 
contracts ever negotiated by a 
commercial airline for oil products 
—$50 million worth during the 
next four years. Shown signing are 
Richard F. Bradley (right), aviation 
manager for Standard of Cali- 
fornia, and United Air Lines Vice 
President Curtis Barkes. 











INDUSTRY BRIEFS 


John L. Lewis, United Mine Work- 
ers president, reportedly is considering 
an effort to get coal operators to join 
the UMW in creation of a coal export 
company. Lewis first proposed the 
idea in 1951, but nothing came of it 
then. He feels the plan would increase 
coal exports by 35.5 million tons. 


Effective Oct. 1, a 47¢-per-bbl. tar- 
iff was imposed on each 42-U.S.-gal. 
bbl. of crude oil imported from Can- 
ada through Trans Mountain Pipe 
Line Co.’s Edmonton, Alta.—Fern- 
dale, Wash., pipe line. Ferndale is the 
site of General Petroleum’s new 35,- 
000-b/d refinery. All rates and charges 
are payable in Canadian currency. 
The tariff does not include gathering 
service. 


Dr. Robert E. Wilson, board chair- 
man of Standard Oil Co. (Indiana), 
told a luncheon group at the dedica- 
tion of Standard of Indiana’s new 
Mandan, N.D., refinery, that part of 
the world’s food supply will come from 
oil products within the next 50 years. 
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He cited edible fats, some of which 
are being produced from natural gas 
by-products. 


The Peaster Oil Co., Northfield, IL., 
oil products distributor, has been allo- 
cated a $50,000 loan by the Small 
Business Administration. The loan 
was made with bank participation. 


Three new tires—tubeless, premium 
quality, and a newly designed low 
pressure mud-snow tire—are being 


WITH A 


7 BEAN 


SKID-DEFIER 





added to the Tide Water Associated 
Oil Co. (Eastern Div.) TBA line. 
The tubeless, a 100-level tire, will be 
known as Federal Flying “A” Tube- 
less. The premium tire will be 
known as Safti-Ride Nylon. 


McCann-Erickson, New York ad- 
vertising agency with 12 offices across 
the country, has been hired to carry 
the promotional ball for the National 


Council for LP-Gas Promotion. 


EARNS $650 IN TWO MONTHS 


L. A. Knibbs, a service station operator in 
Grayling, Michigan, purchased a John Bean 
Skid-Defier early in 1954. In less than two 
months his volume amounted to $650. In 
addition to passenger car tires, Mr. Knibbs 
deskids many truck and school bus tires. 
While smart merchandising has ployed an 
important part in Mr. Knibbs' de-skidding 
success, he says, “My John Bean Skid-Defier 
poys for itself... it's one of the best 
profit-makers in the place." 


_..FOR MORE PROFITS! 


Wheel Aligners * Wheel Balancers * 


Car Washers Headlight Testers 
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Put yourself in line for the new profits that 
thousands of smart operators all over the 
country are earning with the John Bean 
Skid-Defier. It's a rugged, easy-to-operate 
unit that will pay for itself in a short period. 
Cuts circumferencial or cross slits and mud 
or snow cleats automatically. 


Ask your John Bean jobber 
or write today for f@t information 
7 


JOHN BEAN DIWISION 
Food Machinery and Chemical Corporetion 
LANSING 4, MICHIGAN 


Skidders * Steam 


Cleaners 


Accessories and Allied Tools 
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TCP-in-Regular Sales 
Up in Six Test Cities 


Sales of regular gasoline containing 
TCP (tri-cresyl phosphate) are up 
about 3% in six of the cities in which 
Shell Oil Co. is marketing the product. 
the company reports. 

Shell set the experiment in motion 
about two months ago in 12 key cities 
in its marketing area to test the effect 
the new product would have on the 
market. 


DOME TOP 


UTILITY CAN 


In the six cities where regular with 
TCP has been promoted with a con- 
tinuing advertising campaign, officials 
say sales of regular have gone up 
without cutting into premium volume. 
In the other six cities, where the only 
promotion was in the original an- 
nouncement, sales of both regular and 
premium have remained the same. 

The experiment still is continuing, 
and there has been no decision on 
whether Shell will expand or discon- 
tinue marketing the new fuel. 


A safe, sturdy shipping container for your product and useful in mony ways after 
it is emptied. Yes, it’s a real premium that goes with every sale and carries your 
label to keep your name and product before the user. Has a score of uses for the 


consumer. 


Built for a long useful life, the Dome Top Utility Can has big, sturdy reinforcing ribs 


on top .. 


. Strong body beading to ward off bumps and blows. 


A short spout makes pouring easy, saves carton, shipping and storage space .. . 


Firmly riveted boil has plenty of knuckle clearance . 


pouring and convenient off-center filler opening . . 


screening, labels or lithograph design. 


. . Double spout for controlled 


. Large, flat surface for silk 


Made in 5 gal. and 40 ib. sizes. 26 and 28 gauge steel. Lithographed or solid 


colors. Write today for more details. 


OTHER G. P. & F. CONTAINERS 


The famous E -Z - Fill 
Grease Gun Loader 
Container. Fast, Clean, 
Economical. 


G. P. & F. “POURING” 
DRUMS AND PAILS. 
2 to 7 gals. 22 to 29 
gauge steel. 


It's Better to Ship in Steel 


; 7, 
‘STEEL Gentaveens 425 NORTH 


GEUDER, PAESCHKE & FREY CO. 


ISTH STREET « M 


LWAUKEE 3 WISCON N 


NATIONAL 


13 Philadelphia Stations 


Threatened by Strike 


At NPN press time, 108 employes 
of 13 salary-operated Gulf Oil Corp. 
stations in Philadelphia were scheduled 
to walk out on strike Oct. 8, if Gulf 
failed to come up with a new contract 
offer. 

The strike originally was scheduled 
for Oct. 5, but was postponed to give 
the company a chance to work out a 
new offer, according to Bernard 
Brown, who heads the station organiz- 
ing drive for AFL Teamsters Local 
596 in Philadelphia. He said the union 
would meet Oct. 7 and “if I don’t have 
a contract in my hand, the strike will 
go ahead as scheduled Friday.” 

If the strike is called, Brown said, it 
is expected to tie up two Gulf bulk 
plants and most of the company’s 
trucking operations. Brown said CIO 
truckers will respect the picket lines. 

In contract negotiations with Gulf, 
Local 596 has asked a $60 a month 
across-the-board increase, a welfare 
clause, 40-hour week and a union 
shop. 


Ohio Oil Shifts Promotion 


To Stress Premium-Grade 


Ohio Oil Co. will concentrate its 
promotional efforts on premium-grade 
gasoline in the future, rather than on 
regular-grade, says N. T. Stover, vice 
president in charge of marketing. 

The announcement of the “basic 
change” in marketing strategy accom- 
panied the introduction last week of 
Ohio Oil’s new high-octane premium, 
Marathon Milemaker, which contains 
an ignition control compound. 

The company is sponsoring the 
largest advertising campaign in its 
history to launch the new premium 


Article Assures Public 
New ‘Gas’ is Worth Price 


New gasolines being introduced to 
the motoring public are worth the 
extra money. That’s the conclusion 
reached by Collier’s magazine which 
discusses new motor fuels in its cur- 
rent issue. 

The article points out that “the 
more you pay for gasoline—generally 
speaking—the more punch has been 
built into it by the refiner.” It also 
maintains that cars built just a few 
years ago may not require premium 
fuels throughout the year but cited 
the advantages gained by making use 
of their special qualities during cer- 
tain seasons. 
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No Country Like 
Our Country! 


Each year, during Oil Progress 
Week, Americans can proudly cele- 
brate the fact that in no other coun- 
try are the people so well supplied 
with products and services that can 
only be made available through a 
great, progressive and competitive 
oil industry. 











3 New Additives 
Recently Developed 


by Du Pont 


Progress in the development of new 
petroleum additives has been rapid at 
Du Pont during the past year and a 
half. 

The most recent of these is Lube Oil 
Additive 564. Now, for the first time 
in the history of motor oil additives, 
Lube Oil Additive 564 provides a vis- 
cosity index improver with effective 
detergent-dispersant action to over- 
come sludge problems caused by con- 
tinuous low-duty stop-and-go engine 
operation. Its detergent action is also 
effective under medium and _ heavy- 
duty conditions. And Lube Oil Addi- 
tive 564 is ashless, a unique quality in 
a detergent. 

What's more, this new additive is 
highly effective in low concentrations 
and can, therefore, be used at reason- 
able cost. It is expected that it will 
prove especially saleable in motor oils 
used in urban car and delivery truck 
fleets, as well as in the average driver’s 
car. 

Another effective new additive re- 
cently announced by Du Pont is Ester- 
sil GT—a water-repellent silica grease 
thickener. This additive makes possi- 
ble multi-purpose greases with unusu- 
ally high shear and thermal stability. 

Du Pont Fuel Oil Additive No. 2, 
announced only a little more than a 
year ago, has already proved its worth 
as a stabilizer and dispersant for both 
heating and diesel oils. 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. |. du Pont de Nemours & Company (Inc.) 





SERVICE!... 


lt has become a symbol of the Petroleum Industry . . . and it 
is the key policy of the Du Pont Petroleum Chemicals Division 


In the language of the American motorist, “petroleum products” and 
“service” have become almost synonymous. 

When the motorist needs gasoline, he looks for a service station. When he 
buys motor oil or chassis lubrication, he refers to his purchase as having his 
car “serviced.” During the past half century, the tremendous growth of the 


petroleum industry has been built on service . . 


richly from it. 


¥% 


. and the public has benefited 


a> 
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A UNIQUE SERVICE for refiners and marketers is the quarterly Du Pont 
Motor Gasoline Survey. It is based on hundreds of service station 
samples collected by Du Pont representatives every three months. 


At Du Pont, we have designed our 
services in connection with additives to 
be outstanding, too . . . and many of 
these are the kind that stimulate your 
business at the service station and con- 
sumer levels. 


Marketing Services 


Du Pont Petroleum Chemicals Division 
services cover a wide range of oil com- 
pany activities. In marketing, for exam- 
ple, the Du Pont services are designed 
to fit in with the individual company’s 
own sales promotion programs .. . to 
help them get extra mileage out of their 
promotion investment. 

The recent extensive survey of con- 
sumer gasoline buying habits is one 
example of a Du Pont service that can 
be equally valuable to every oil com- 
pany. And the Du Pont brand name, 
ibe oil, and chassis dynamometer 





presentations can be easily tailored to 
meet individual marketing require- 
ments. In addition, Du Pont also sup- 
plies marketers with a wide variety of 
dealer-training aids. 

Technical Services 
As oil technology progresses, new tech- 
nical problems have a way of constant- 
ly cropping up. Since the solution to 
technical naniiiien generally comes 
easier and faster when extra informa 
tion is available, Du Pont makes avail 
able a number of widely varied techni 
cal services to assist refiners. 

For example, our five well-equipped 
regional laboratories, conveniently lo- 
cated near the major refining areas of 
the country, work exclusively on oil 
and automotive industry problems. And 
the Du Pont fleet of fuel test cars is 
often called in to help refiners solve 
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“Service” 


road performance problems. Another 
unique Du Pont service is the engineer- 
ing of tetraethyl lead blending plant 
design and construction. 

In addition, the Du Pont Company 
continuously carries on basic researc 
of value to the petroleum industry . 
and publishes many of the results in 
technical papers for the benefit of the 
whole industry. Also, Du Pont techni- 
cal representatives are always available 
for consultation on manufacturing 
problems. 


Safety, too! 
In spite of the many occupational haz- 
ards which refiners must face daily, the 
industry has established an admirably 
high safety record throughout the years. 
To help you maintain this fine rec- 
ord, the Du Pont safety and medical 
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DU PONT REPRESENTATIVES work closely with 
refinery blending plant personnel on tetra- 
ethyl lead handling problems. 


services include stand-by personnel for 
tank-cleaning operations. Also a varie- 
ty of interesting talks as well as worker 
examinations by doctors specializing in 
tetraethyl lead hazards. In addition, 
aid is given in the design of special 
safe-handling apparatus for blending 
plants and, finally, a broad range of 
personnel-training aids is also available. 


In Addition... 

Du Pont offers many services of a gen- 
eral nature. The Quarterly Gasoline 
Quality Survey is one example. And 
to aid the industry in its over-all public 
relations activities, Du Pont has con- 
tributed the famous “Magic Barrel” 
show and a number of educational 
films such as, “Pipeline on Wheels,” 
“It Never Rains Oil,” and What Makes 
A Gasoline Good.” 

Are you taking full advantage of 
these helpful services? If not, you can 
easily request them through any of our 
regional offices listed below. 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division . 





Wilmington 98, Delaware 


StL Rolling!... 
"MAGIC BARREL’ SHOW TELLS UNIQUE 
PUBLIC RELATIONS STORY TO MANY MILLIONS 


Our modern petrochemical industry 
makes “Aladdin’s Lamp” look like a 
piker. 

And millions of Americans are be- 
coming increasingly aware of this 
through seeing the Du Pont-designed 
“Magic Barrel,” which is currently be- 
ing presented by individual oil com- 
panies and the OIJIC. 

During the past year, the “Magic 
Barrel” has starred on more than 50 dif- 
ferent television programs, playing to 
many million people. Approximately 
300,000 have seen the show through 
lecture presentations to civic groups, 
service clubs, luncheon meetings, em- 
ployee and customer gatherings. 





Your future customers are learning 
more about the oil industry from it, too. 
By the end of this year, it is planned 
that the “Magic Barrel” will have been 
seen by every child in the City of New 
York school system. And it is also being 
shown to thousands of other school 
children and college students across 
the country. 

To get the project rolling initially, 
Du Pont designed and supplied the 
original barrels, and furnished many 
of the oil-based products in the show. 
There are now 148 “Magic Barrels” on 
the road. Du Pont also helped in the 
training of the more than 600 oil indus- 
try employees who present the show. 


Now— it’s the “MAGIC SUITCASE” 


The women, it seems, are not to be out- 
done when it comes to using ingenious 
products made from petrochemicals. 


w 3 


CONNIE MOON, originator of the “Magic 
Suitcase" and women's program director for 
the OIIC, is shown here demonstrating a dra- 
matic dye-bath with oil-based fabrics and dyes. 


Petroleum ( 


Offices: 





The OIIC has come up with a new 
demonstration-lecture which combines 
entertainment with the story of oil in 
a woman’s world. Called the “Magic 
Suitcase,” the demonstration is built 
around a small suitcase containing 35 
oil-based products. They range from 
shimmering fabrics to sunglasses, per- 
fumes and lipsticks. 

The speaker, moreover, appears be- 
fore her audience “dressed in oil”—in 
clothes made of “Orlon” acrylic fiber, 
“Dacron” polyester fiber, nylon, or 
some other new fiber created with oil 
and modern chemical science. 

During Oil Progress Week and 
throughout the coming year, the 
“Magic Suitcase” will be shown to 
women’s clubs, PTA meetings, church 
and other group gatherings. 
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How Jobbers Won Ordinance Fight 


New Orleans, on a city ordinance 
that banned service stations within an 








Oil jobbers have blocked an 
attempt to clamp down on serv- 
ice station construction in Jack- 
sonville, Fla. The story of their 
fight is an example of what oil 
men can do to combat similar 
problems. 

It started when the Duval chapter of 
the Allied Gasoline Retailers Assn. in 
Jacksonville proposed a city ordinance 
that would prohibit the building of 
stations: 

—Within 350 yards of any public 
assembly building, including hospitals, 
schools and churches. 

—wWithin 300 yards of any existing 
service station. 

Backers of the proposed ordinance 
argued that stations: 

e Use too much curb space, cutting 
down available parking space. 

e Contribute to traffic congestion. 

e Add to pedestrian and vehicular 
hazards. 

e Create “loud 
noises” and odors. 

e Are fire and safety hazards, in 
storing and handling gasoline. 

Jobbers Join Fight—AGRA’s action 
got into the newspapers, and shortly 
after oil men in the area received 
copies of the proposed ordinance. 
Then the jobbers, led by Fred J. Bond, 
president of Southoil Co., newly 
formed subsidiary of Southeastern Oil 
Co., a distributor for Phillips Petrole- 
um in Duval and Nassau counties, 
formed a combat plan. They were 
supported by the Jacksonville Real 
Estate Board, headed by E. T. Danise. 
In addition, John Blow and James T. 
Landon, both of Southoil, took a lead- 
ing part in the fight. 

The jobbers’ main argument against 
the ordinance was that it would stifle 
competition. They said the retailers 
sought to restrict stations because they 
feared the competition being brought 
into the area by Phillips, which has 
opened 23 stations in northeast 
Florida, 14 in Jacksonville. 

Arguments on the ordinance were 
heard by the city council at an in- 
formal hearing. When the city repre- 
sentative asked who among those 
present were opposed to the ordinance, 
more than 50 persons—representing 
every major oil company and jobber 
in the area— responded to support 
Bond. 

With this show of strength, Bernard 
Danise, president of the local AGRA 
and cousin of the Real Estate Board 
representative, agreed that the ordi- 
nance be withdrawn. 

“We saw we were licked,” he said, 


and disturbing 
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“so we agreed to withdrawal of the 
bill.” Danise added: He hopes that 
any differences that may exist over the 
establishment of new stations “may be 
ironed out” in a conference with the 
other side. 

Restrictions against service stations 
are nothing new in Florida. Standard 
Oil Co. (Kentucky) and the city of 
Tallahassee fought each other up to 
the U.S. Circuit Court of Appeals, 








area known as Capitol Center. 

The city’s position was upheld in 
court. 

A Miami ordinance restricting the 
location of service stations has been 
upheld by the Florida State Supreme 
Court. Miami also limits bulk plant 
location. West Palm Beach does like- 
wise. 

Other cities— Lake Worth and 
Sanford—testrict service station loca- 
tion by ordinance. 


Highest quality materials... fine 
workmanship... rugged construc- 
tion ... plus all these important fea- 
tures that assure years and years of 
low cost, trouble-free service. 


> Shaft, valves, valve plates and 
springs of stainless steel. 


) Durable housing of die-cast aluminum 
alloy—Permolited inside and out. 


} Self-adjusting suction stub. 


) Flexible diaphragm of tough molded 
synthetic material. 


} No parts to leak, stick, freeze or jam. 


} Double-action—delivers 20 gallons 
per minute (100 strokes)— steady flow. 


With a few changes in parts, you can convert 
this versatile pump to ’most any use—from pipe 


lines to drums, or underground tank, with hose 
or spout outlets. Altogether, 22 different mod- 
els! Call your Tokheim representative or write 
directly to factory for literature. 


General Products Division 


TOKHEIM CORPORATION 


Designers and Builders of Superior Equipment 


1650 Wabash Ave. 
Factory Branch: 1309 H 


Since 1901 
d St., San Fr 


Fort Wayne 1, Ind. 
3, California 





Conedian Distributor: H. Reeder, 205 Yonge St., Toronto, Ont. 
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How Oil Companies Forecast Future Demand 


A University of Oklahoma survey reveals that most big oil com- 
panies forecast demand for their products. Replies from 29% of the 
259 firms quizzed said forecasts are based on several factors. 


e Study of published reports. 

e Use of involved mathema- 
tical and graphic analysis. 

e Executive judgment, used 
in many cases to modify results. 
The study of forecast techniques 
reveals these facts: 

e 44% of the companies re- 
sponding make no attempt at 
forecasting. 

e Outside consultants are not 
used. 

Results of the survey were sum- 
marized by Robert O. Law, assistant 
director, Bureau of Business Research, 
in an article that appeared in the 
Oklahoma Business Bulletin for June. 

Here’s how some of the companies 
handle this problem. 

Company A: Each sales division 
submits estimates for the current 
quarter and the next quarter. Each 
quarter the current forecast is revised 
and new estimates submitted for the 
next quarter. In the marketing 
department at the home office, all sales 
estimates are recapped, revised, and 
correlated with refinery production, 
purchase commitments, and ex- 
changes. In addition, estimates of 
requirements of products over 12- 
month periods are projected in rela- 
tionship to estimated demand by the 
American Petroleum Institute or the 
Bureau of Mines for the U.S. and 
Midwest. 

Company B: Requirements for each 
customer are estimated and projected 





In Tabular Form 


Thirteen tables, all part of the 
original Bureau of Business Re- 
search report in the Oklahoma 
Business Bulletin, appear at the 
end on page 34. These show 
the size of the companies that 
took part in the survey, what 
kind of markets they served and 
what products they sold, type of 
personnel who are engaged in 
forecasting, the size of economic 
and marketing research units of 
the companies, the length of the 
forecasting periods, and _ the 
accuracy of the forecasts. In 
addition three of the tables list 
forecasting techniques to deter- 
mine fuel oil demand. 











on basis of past trends and growth 
prospects. 

Company C; It is our practice to use 
each forecasting technique which bears 
some hope of developing valid results. 
Most forecasts seek to arrive at normal 
expectancy. For short-run forecasts, 
allowance is made for anticipated 
deviations from trend, which are 
attributable to cyclical variation. For 
longer forecasts, trend alone is used. 
In forecasting, several different ap- 
proaches are followed. The results of 
each are compared and the differ- 
ences rationalized. Methods of fore- 
casting are: 

1. Trend projection. 

2. Per unit consumption of various 
oil-consuming vehicles inflated to 
population expectancy for the period 
under consideration. 

3. Forecasts for U.S. areas are 
broken down to the _ proportion 
characteristic for each area and con- 
sidering the trend in ratio of each area 
to the total. Wherever a _ specific 
growth pattern is recognized, it is put 
in the analysis. For example, there 
appears to be a trend toward the 
production of petroleum coke from 
residual fuel oil. Such growth is 
closely associated with the techno- 
logical developments of the industry. 
As new plants go on stream, although 
crude runs increase, total residual 
fuel oil is not similarly increased; coke 
output is. 

Company D: Forecasts are usually 
made using mathematical techniques 
to develop low, high and medium pro- 
jections. Judgment and knowledge of 
markets are applied, and one of the 
forecasts or a modification of it is 
selected to indicate the future trend. 

Company E: A one-year forecast is 
made by this company. The outline 
for such forecast includes: 

1. Forecasting domestic demand of 
products, using all techniques, and 
cross-checking the results. 

2. Estimating exports according to 
past trends and known developments 
in foreign markets. 

3. Projecting inventories by prod- 
ucts according to seasonal trends, with 
consideration to required levels at 
different times of the year. 

4. Determining required supply for 
the estimated demands and inventories. 


5. Estimating imports according to 
past trends, adjust for current condi- 
tions and any new factors anticipated. 

6. Determining. the amount of 
crude oil and other liquid hydrocarbon 
production and the volume of crude 
runs to stills necessary to meet the 
required supply requirements. Com- 
puting refinery yields by products. 

7. Reviewing all portions of the 
forecast—supply, demand and _ in- 
ventory—both separately and in rela- 
tion to one another. Making adjust- 
ments as necessary to insure each 
estimate is logical in relation to past 
trends and any new known or ex- 
pected factors. 

Company F: Their forecasting tech- 
nique takes these factors into con- 
sideration: 

1. An analysis of past industry 
sales by pertinent end-use considera- 





This Isn‘t All 


... And there’s more informa- 
tion to come. So says Robert 
O. Law, assistant director of the 
Bureau of Business Research of 
the College of Business Admini- 
stration, University of Okla- 
homa. 

In a letter to Herbert A. 
Yocom, NPN editor, Mr. Law 
states: “Analysis of our data re- 
lating to the broad aspects of 
the demand for fuel oil from 
1926 to 1950 continues. We hope 
to publish a monograph em- 
bodying the results of the analy- 
sis about the first of next year. 
Several University Press groups 
are interested in the study. 
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Synthetic Fabrics and Yarns 


Motor Oil and Gasoline (Additives) 


To sell America’s most demanding buyers... specify 


fora 

complete line 

of high quality 
petroleum chemicals 


PETROLEUM 


PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATAC 
PETROHOL 
Methyl Ethy! Ketone 
Dewaxing Aid 
Ethyl Ether 
Isopropyl! Ether 
Reference Fuels 


SURFACE COATING 


PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
JAYSOL 

Secondary Buty! Alcohol 
Secondary Butyl Acetate 
Isopropyl Acetate 
Acetone 

Methyl] Ethyl! Ketone 
Ethyl Ether 

Isopropyl] Ether 
Dicyclopentadiene 
Napththenic Acids 
Iso-Octyl Alcohol 

Decy! Alcohol 

Denatured Ethyl Alcohol 


CHEMICAL 


PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
JAYSOL 

Iso-Octyl Alcohol 

Decyl Alcohol 

Denatured Ethy! Alcohol 
Tridecyl] Alcohol 
Dicyclopentadiene 
Isoprene 

Butadiene 

Ethyl Ether 

Isopropyl Ether 
Tetrapropylene 
Tripropylene 

Aromatic Tars 

Benzene 

Acetone 

Methyl Ethyl Ketone 
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34 successful years of leadership in serving industry 


Meet America’s most important consumer. The woman 
whose judgment makes or breaks a sale in more and more 
fields today. She buys the look, wear, work and performance 
of a product... she demands proved results. 


That’s why it pays to back your product with the research, 
experience, know-how and proved results of the Enjay 
Company. Enjay is a recognized leader in developing and 
marketing a complete line of uniform, high quality petro- 
leum chemicals for the chemical, petroleum and surface 
coating industries. Specify Enjay for the dependable in- 
gredients that assure proved results. 


ENJAY CO., INC. ¢ 15 West 51st Street, New York 19, N.Y. 
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MP STATIONS 


THE B E N N ETT RAM SYSTEM 


Remote Automatic Multi-Pump Service From A Single Central Submerged Unit 
The answer to: 


Extra high lifts — RAM submerged pumps push gasoline up 


very high lifts where ordinary suction type pumps are not efficient 
or dependable. 


Extra long pipe runs — Vapor locks due to excessive suc- 
tion lifts, high altitudes or high temperatures, are eliminated because 
high RAM pressure forces gasoline through even excessively long 
pipe lines. 

Wherever multiple dispensers are needed for 
one grade of fuel — the RAM system saves dollars in capital 
outlay. As many as eight dispensers can be operated simultaneously 
from one submerged pump to efficiently fuel today’s automobiles. 


Each dispenser has a control switch, a safetly shut-off valve, a meter, 
a computer and a see-gage. 


JOHN WoOD COMPANY - Bennett Pump Division * Muskegon, Michigan 
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FIELD-TESTED SYSTEM 
SAVES MONEY § WAYS! 


No air eliminators or 6. No belts, gears, packing 
pumps required on dis- to replace. 


— 7. Save on capital outlay — 


<NNANAANAAAAAAAAAAD 


+ Two discharge lines from 


pump are available. 


* No return line needed. 


one unit handles multi- 
ple dispensers. 


Simple design — field 
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tested — assures true 
Bennett operating 
economy, 


+ No priming required. 


. No lubrications needed 
— ever! 
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Bennett also offers remote. contd niialeh-clltvice 
with above ground pumping units — write for full 


2) ‘* > 
: \ | ® * 5 
DISTRICT OFFICES: Atlanta * Baltimore * Boston * Buffalo * Charleston : A \ \ * ~~ 


Chicago * Cleveland * Dallas * Denver * Detroit * Kansas City 
Little Rock * Los Angeles * New Orleans * New York * Philadelphia 
Pittsburgh * Rochester * Salt Lake * Seattle * St. Paul * San Francisco 
IN CANADA: Toronto * Montreal * Winnipeg * Vancouver 

EXPORT: John Wood International Corporation, 29 Broadway, N. Y. 


systems 
details. 


REMOTE AUTOMATIC MULTI-PUMP 
SUBMERGED SYSTEM 
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ECONOMICS 


tion is made and extended through 
two forecast years. 

2. Moving averages of past industry 
sales are plotted, a trend line deter- 
mined and extended for possibly eight 
forecast years. 

3. Trend values for first two fore- 
cast years then provide an independ- 
ent check on estimates derived by end- 
use analysis. Adjustments may then 
be necessary in either forecast in order 
to make them consistent with econom- 
ic conditions. 

Company G: It forecasts each 
major use of oil together with corres- 
ponding independent variables. Major 
uses are: 

—Diesel-electric locomotives. 

—Oil-burning steam locomotives. 

Gas and electric power plants, 
Federal Reserve Board production in- 
dex. 

—Smelters, mines, and manufactur- 
ing, Federal Reserve Board index. 

—Home heating, oil burners in use. 

As a background, Company F re- 
ported that it also “estimated the trend 
and level of business activity, using the 
Federal Reserve Board production in- 
dex. This estimate, together with 





seasonal factors, is then considered in 
projecting fuel oil demand on a quar- 
terly basis, over the next 12 months. 


Forecasts of demand for a five-year 
period are done on an annual basis 
only.” 

Company H: Four steps are used to 
forecast demand: 

1. General business outlook is pre- 
pared first as a basis. 

2. Petroleum demand forecasts are 
developed through detailed end-use 
analysis, employing both correlations 
with business indexes and trend pro- 
jections. Energy balances are also 
prepared to evaluate the impact of 
competitive fuels, and statistical tech- 
niques are applied to test the over- 
all results. 

3. Supply balances are then worked 
out to meet these requirements. 

4. The over-all results are discussed 
in detail before arriving at agreement 
on the final adopted forecasts. 

Company I: Forecasts are based 
upon analysis of past relationships be- 
tween changes in business conditions 
and changes in the demand growth 
rate for the product itself, and for its 
important use categories. The princi- 
pal steps: 

1. The historical growth trends for 
the the product and for each major use 
category are determined and are pro- 
jected over the forecast period. 

2. Because weather fluctuations 
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Put more punch in your outdoor displays. Put your 
own sales message where it will be seen blocks away— 
on these big new sun-bright fluorescent letter-banners. 
Individual banners measure 13” x 19”. Letters are a bril- 
liant red fluorescent on dark blue background. Send us 
your message. We spell it out, sew letters on 60-ft. 
lengths of sisal rope, and ship to your stations—one or 
1,000—ready to put up over driveways or building fronts. 
Ideal for any sales event. Write for details and prices. 


Fite 


CATALOG! 


Send for Pratt's new catalog of outdoor display ma- 
terial. Filled with sales ideas every station can use. 
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play a large part in year-to-year 
changes in fuel consumption, adjust- 
ments in demand figures must be made 
for variations from normal weather. 


3. Forecasters rely more upon 
scatter charts than mathematical cal- 
culations. They determine the rela- 
tionship between changes in _ the 
general business level and the changes 
in major end-use demands directly, in 
the number of oil-consuming units, or 
in unit consumption. 

4. After establishing these relation- 
ships, they project the independent 
variables, such as levels of business 
and consuming units, over the fore- 
cast period. These projections are 
substituted in the relationships pre- 
viously determined to get the esti- 
mated future demand volume. 

5. Results obtained from _ the 
graphical correlation are compared 
with the trend results. These fore- 
casts are modified on the basis of 
current experience and potential fluc- 
tuations above or below trends. 

Company J: It follows generally 
accepted mathematical formulas 
usually associated with forecasting pro- 
cedure. These give correlative factors 
for forecasting the demand. 

“While we do use standard formulas 
in our forecasting procedure, the 
results are used only as a guide in 
forming judgments. In actual practice 
the calculations are modified in many 
cases by reason and good judgment.” 

Company K: It modifies past trends, 
basing modification on: 

—Regional industrial activity—get- 
ting data on employment and payrolls. 

—Population trends—with informa- 
tion coming from Sales Management 
and Department of Commerce. 

—Competitive fuels picture—study- 
ing natural gas coal and LP-gas. 

—Changes in equipment—including 
dieselization and space heating. 

—Effect of price on industry fuel 
changeover. 

—Refinery availability. 








For the whole story of oil 
product demand forecasting see 
story and tables starting on page 
a 
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WHY A MONTHLY 
OIL MARKETING 


MAGAZINE 


National Petroleum News, as a weekly, for 
many years has been the magazine of oil 
marketing. As a monthly, it will continue to 
be the marketing man’s own publication. As 
a monthly, NPN will be able to expand its 
news interpretation efforts. This is the kind 
of information readers want and tell us they 
need. 

As a monthly, NPN will give more thor- 
ough coverage to progressive developments 
and ideas that will help oil marketing men in 
their daily business. These developments will 
be analyzed and reported in depth—literally 
—rather than being 


covered as flash news items. New presenta- 


given “the full treatment” 


tion techniques will make possible efficient, 
speedy reading. 

As a monthly, NPN will provide compre- 
hensive statistical data . . . will contain 
whole new departments . . . will present 
latest shifts in trends and interpret their 
significance. 


This is the kind of editorial coverage that 


National 





NPN 
GOES MONTHLY 


IN NOVEMBER 














gets far beneath the surface of events. It 
takes the time to tell the how and the why as 
well as the what. National Petroleum News 
will bring to the oil marketing industry the 
kind of intensive and comprehensive com- 


munications that industry leaders have 


asked for. 

To do this bigger job, NPN has enlarged 
its staff—in expertness as well as in numbers. 
In addition, it calls upon McGraw-Hill for 
the services of a nationwide and worldwide 
network of correspondents whose very busi- 
ness is business communications. 

a oe 
That’s why NPN will be published monthly. 
To serve its readers better. To serve the oil 
marketing industry better. And as a result, 
to serve its advertisers better too. 

To explore further how the monthly Na- 
tional Petroleum News can add extra effec- 
tiveness to your own sales campaign, consult 
your NPN representative. 


Forms for the December issue close November 1. 


WOW 





Petroleum 


A McGRAW-HILL 
PUBLICATION 





News 


330 WEST 42ND STREET, NEW YORK 36, NEW YORK 
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Tables Tell Story of Demand Forecasting 


Additional information  ob- 
tained in the BBR survey was 
compiled into the series of tables 
on p. 34. Tables 1, 2, 3 and 4 
show company categories—cap- 
italization class, gross operat- 
ing income class, markets served 
and products sold—in which the 
75 concerns that replied to ques- 
tionnaires used in the survey 
are listed. 

Larger companies, measured either 
by capitalization or gross income, the 
survey reveals, are more likely to en- 
gage in forecasting than are smaller 
firms. 

Of the companies covered in the 
survey: 

—57.3% 
products. 

—30.7% 
and gas. 

—12% do not reveal their type of 
operation. 

Table 5 depicts the type of forecast 
ing activity characteristic of the sur- 
veyed firms. BBR says that about 
56% of the firms in the survey attempt 
to forecast. But only one of the firms 
engaged solely in the production of 
crude oil and gas reported any fore- 
casting activity. Approximately 75% 
of the selling refined products attempt 
to forecast demand for one or more 
refined products. 

Table 6 illustrates the percentage of 
the sellers of each product that fore- 
cast demand for that product. It also 
shows that a majority of the sellers 
engage in forecasting activities. 

Table 7 indicates what personnel 
group does the forecasting. BBR also 
reported that no company reported the 
employment of outside consultants for 
this work. 

Table 8 reveals the size of the staffs 
engaged in economic and marketing 
research: The lengths of the fore- 
casts attempted for each of the refined 
products are shown in Table 9. 

Table 10 shows that demand fore- 
casts for crude oil have been more 
accurate than have forecasts for the 
demand of refined products. But says 
BBR, “The large number of respond- 
ents who did not report the accuracy 
of their refined products demand fore- 
casts raises some question as to this 
generalization.” 

The last three tables—Tables 11, 12, 
and 13—relate specifically to forecasts 
for the demand for distillate and 
residual fuel oil, diesel fuel excluded. 
Table 11 reveals the forecasting tech- 
nique used by these companies. 


said they sell refined 


only produce crude oil 
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The various independent variables 
that are considered by firms in attempt- 
ing to forecast fuel oil demand by the 
use of correlation techniques are given 
in Table 12. 

Table 13 lists some of the break- 
downs used in forecasting and shows 
that more than half the companies in 
the survey who make forecasts cover 
both industry and company sales in 
their calculations. 

Of its survey, BBR had this to say: 
“Several facts concerning this survey 
should be kept in mind. The sample 


is not random and it is impossible to 
maintain that the sample results are 
characteristic of the industry as a 
whole. 

“In addition, the sample is a self 
selected one with a resulting 
Those firms engaged in demand fore 
casting and those most interested in 
the possibility of establishing such 
activity are most likely to have co 
operated in the survey. Firms not 


bias 


interested in forecasting probably have 
not achieved proportionate representa 


tion in the sample. ma 


NEW, AIR-OPERATED 
EMERGENCY VALVE 


Petroleum haulers have long wanted an air- 
operated emergency valve. Here it is—and 
every bit as fine as all the other Philadelphia 
Valve products, which have served the indus- 
try for so many years. 

This is a compact elbow-type valve, made in 
both 3” and 4” sizes. There’s nothing to rust 
or get out of kilter. There’s no stuffing box to 
be repacked or tightened. You can mount the 
valve on any tank truck equipped with air 
brakes; it will never interfere with normal 
brake operation. Air cylinder can be removed 
as a unit. Compact control mechanism can be 
conveniently located at side or rear of truck 
Finger-tip operation gives instant, full flow. 

The bonnet and piston assembly can be 
removed, in a matter of minutes, with the use 


of an extractor wrench which is operated 
through the manhole cover. This type of bon- 
net eliminates the necessity of steaming and 
getting into the tank in order to replace the 
disc. It saves many costly hours of servicing 
time! (Our mechanically-operated emergency 
valves also provide this feature.) 

Two types: Multiple (any single valve or 
combination of valves can be opened at one 
time); Massachusetts (only one valve can be 
opened at one time). 

This valve is one more reason why you'll 
want to standardize on Philadelphia Valve 
Company equipment—first in the industry 
for economy, fast unloading, safety, long life, 
trouble-free performance. Send for catalog 
170 for description of the full line, illustrated 
with engineering drawings. 


PHILADELPHIA VALVE COMPANY 


3415 ARAMINGO AVENUE, PHILADELPHIA 34, PA. 


| 


| 
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PACIFIC COAST DISTRIBUTORS 


PETROLEUM NEWS 


Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Californie 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Califernte 





ECONOMICS 











1. BY CAPITALIZATION 


5. TYPE OF FORECAST 


10. ACCURACY OF FORECASTS 





Capitalization % % En 
Class of all one. a nly 


($000,000) Companies Activities 





Under $1 ... 9.3 11.1 9.5 
$1 to $4 .... 10.7 13.0 

$5 to $19 .... 12.0 16.7 9.5 
$20 to $49 ... 5§.3 5.5 7.1 
$50 to $99 ... 40 3.7 

$100 to $499 . 16.0 22.2 28.6 
$500 and over 14.7 20.4 26.2 
Not reported 28.0 7.4 19.0 





Note—Percentages may not add to 100.0% 
because of rounding. 


2. GROSS OPERATING INCOME 


$20 sige 
i  — pd $800 =6Not 


and Re- 
$99 $200 $799 over ported 








All 
Companies 32.0 14.7 8.0 13.3 16.0 16.0 





Companies 

Forecasting 

Crude Petro- 

leum Demand 7.1 14.3 10.7 28.6 35.7 





Companies 
Forecasting 
Refined Prod- 


uctDemand 19.0 11.9 11.9 26.2 26.2 





Companies 
Forecasting 
Fuel Oil 


Demand 13.9 13.9 13.9 250306 2.8 





Note—Percentages may not add to 100.0% 
because of rounding. 


3. TYPE OF MARKET 





% of all 


Market Served Companies 


% of 
Companies 
Selling Refined 
Products 





Statewide . 16.7 
Regional ... J 66.7 
National , 14.8 
International ' 27.8 
Not Reported .... , 3.7 





Note—Some companies reported serving more 
than one market. 


4. PRODUCTS 





Products Sold 


Nature of Forecasting 





Forecast Demand for Crude Oil 
Forecast Price of Crude Oil 

Forecast Demand for Refined Products 
No Forecasting 





Note—May engage in more than one type 
forecasting activity. 


6. % PRODUCTS SELLERS 
FORECASTING DEMAND 





Product 





Lubricating Oil 


Diesel Fuel 
Kerosine 
Liquefied Petrolea.n Gas 





7. TYPE OF PERSONNEL 
IN FORECASTING 





% of 
Companies 
Forecasting % Forecasting 
Crude Oil Refined Prod- 
Demand ucts Demand 





Within 5% of 
Actual Demand } 40.5 


From 5.1% to 10.0% 
of Actual Demand . . 19.0 


From 10.1% to 20.0% 
of Actual Demand . 3 2.4 


Over 20.1% of 
Actual Demand ..... 2.4 


48 
Not Reported 30.1 





Note—Some companies report varying degrees 
of accuracy depending upon the time period 
covered by the forecast. These percentages are 
based upon the greatest accuracy reported by 
each concern. 


11. FORECASTING FUEL OIL DEMAND 
BY TECHNIQUE 





Technique 





Type of Personnel 





Economists 
Statisticians 

Sales Executives 
Product Line Managers 
Other 

Not Reported 





Note—More than one type of personnel with- 
in a company may be engaged in forecasting 
activity. 


8. NUMBER EMPLOYED IN ECONOMIC 
AND MARKETING RESEARCH 


Projection of Past Trends 


Correlation with 
Independent Variables 


Forecasts by Major Use 
Seasonal and Cycle Analysis 
Other 





Note—Companies may use more than one 
of these techniques 


12. VARIABLE USED TO CORRELATE 
FUEL OIL DEMAND 








Number of Individuals % 





i ees a oviee Tae 
4 ov geese aus - eae 
7 -s cate 2.4 
10 idaecaaes — -. 19.0 
20 pebrbgeew es eae , 4.8 
OD CO ivedendei- os 9.5 


oe, 08 
Not Reported 21.4 





Note—Percentages do not add to 100.0% be- 
cause of rounding. 


9. FORECASTING PRODUCT DEMAND 
BY PERIOD 








% of C i For i 


-—— Demand for Each Product — 
Up to | Yr. | to 5 Yr. Over 5 Yr. 





Gasoline 
Lubricating Oil 


Diesel Fuel 

Kerosine .. 

Liquefied Petroleum Gas 
Other® 

Not Reported 


78.4 32.4 
Lubricating Oi! 76. 56.0 20.0 
Pest OM .c.ces 7 82.4 35.3 


Diesel Fuel ... 84.4 31.3 
Kerosine ...... 62.5 31.3 


Liquefied 
Petroleum Gas . 3. 77.3 50.0 
83.3 16.7 





®Includes crude oil, natural gas, asphalt, jet 
fuel, wax, etc. 


Note—Some companies reported more than 
one forecasting period for some products. 


dent Variable 





Degree Days 
Population Level 


F.R.B. Index of 
Industria] Production 


Gross National Product in 
Current Dollars 


Gross National Product in 
Constant Dollars 


Total Value Added by Manufacture .. 
Per Capita Disposable Income 


Not Reported 





13. FORECASTING FUEL OIL DEMAND 
BY BREAKDOWN 





Type of breakdown 





yy Breakdown 
Industry Sales Only 
2 Company Sales Only 
3. Bo 





Total-Component Breakdown 
1. Total Fuel Oil Sales Only 
2. Distillate-Residual Breakdown 





a Regional Breakdown 
By Region ‘ 
2 Not by Region 
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Sinclair Dealers Score Again (| 


4 j 
Sinclair Dealers score again with a great new TH ff 
gasoline backed with a blast of big newspaper 
advertisements in 387 newspapers, in 254 cities 
and towns and jet-hot commercials on 185 
radio and television stations. 


And the big news: “SINCLAIR POWER-X IS NOW 
POWER-PRIMED WITH ROCKET FUEL” starts a stream 
of power-hungry motorists into Sinclair stations. 
They Power Up with Power-X — power-primed with 
rocket fuel. And Sinclair Dealers power up their sales. 


Wouldn’t you like to join this profit parade—and 
have all this Sinclair promotion working for you? 
Talk it over with your Sinclair Representative —or 
write Sinclair Refining Company, 600 Fifth Avenue, 
New York 20, N. Y. There’s no obligation—but 
there’s a mighty good future in it for you! 





SINCLAIR 





Ask about the Sinclair TBA Franchise, 
featuring Goodyear —the greatest name in rubber. 
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The Charles Eneu Johnson Company, Philadelphia 
ink manufacturer, hauls ink coast-to-coast in 
these specially-designed Fruehauf Tank-Trailers. 


The Suburban Oil Company, Chicago, which 
operates a fleet of skirted Fruehauf Fuel Oil 
Trailers, has been a Fruehauf buyer since 1938. 


The Arrow Transportation Company, Port- 
land, Oregon, operates a number of Fruehauf 
Western Truck-Full-Trailer Combinations. 


The Benzol Stations, Inc., Detroit, 
operate a 100% Fruehauf fleet 
of skirted Gasoline Tank-Trailers. 
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The Woodin Transportation 
Company of Albany, New 
York, operates 8 Tank-Trailers, 
all of them 6000-gallon 
Fruehaufs equipped with GT. 
Woodin hauls about 28,000, 
000 gallons of gasoline, kero- 
sene, and fuel oil a year, and 
its fleet covers Y-million 
miles, all in the state of 
New York. 


ak ae a Se oe ‘< 
+ ai SG BIg oe 


mance (RUEHA 


By Profitable Performance! 


“ENGINEERED TRANSPORTATION” 





A FRUEHAUF CUSTOMER STATES PROOF 


“7 \UR Tank-Trailer fleet is 100% Fruehauf,” says 


h David J. Ritz, President of Woodin Transporta- 
Here Are Some Other tion Company, “because Fruehauf design allows us 


Liquid Transporters Whose maximum legal payload with the most economical, 
dependable performance. 
Fruehaufs Have Proved 


‘ “We carry 62,750-lb. gross loads, and enjoy 
Themselves To Be Profitable! 


rapid and complete fluid delivery. All of our units 





have Gravity Tandem Suspensions, because we've 

found that GT provides a controlled load, keeping 

the Trailer level and preventing sway on turns. Our 

runs are hilly, yet we realize from 120,000 to 150,000 
World’s Largest Builder of Truck-Trailers miles per set of tires. That’s economy!” 


FRUEHAUF TRAILER COMPANY Tank-Trailer owners everywhere agree with Mr. 


DETROIT 32, MICHIGAN Ritz. Fruehaufs prove their economy, their earning 


ability, by performance. 
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TERMINALS 


MEN BEHIND the new joint terminal at Philadelphia Harbor—William W. Miller (left) and Hugo V. Spitzer—view progress 


How Two Independents Build a Terminal 


A 10-nillion-gal. tanker terminal nearing completion in Phila- 
delphia Harbor is the joint venture of two Independent oil com- 
panies, neither of which felt it was in a position to swing such a deep- 
water facility on its own. 

Those companies are Phila- 


delphia’s Allied Oil Co. and 
Major Petroleum Co. 

Through a common operating 
firm, the recently organized On- 
tario Terminals, Inc., they'll 
open the new plant formally 
about Nov. 15. 

Allied and Major will achieve in- 
creased supply flexibility for them- 
selves through cargo buying. And 
theyll have it available for other 
Independents through barge-loading 
facilities. 

In the opinion of Allied’s owner 
and chief executive, Hugo V. Spitzer, 
and Major’s president, William W. 
Miller: 

“We think we’ve come up with one 
answer to some of the problems com- 
plicating life for the Independent oil 
marketer.” 


FLEXIBILITY 
In receiving operations, the new 
terminal will accommodate simul- 


38 


taneously one tanker and two barges. 
It will have two 4.5 million-gal. 
storage tanks for No. 2 fuel oil, and a 
1.2 million-gal. tank for kerosine—and 
room for expansion on a_ five-acre 
tract. 

For loading, it will have, in addi- 
tion to the barge berths, a truck load- 
ing rack with a modern pressure- 
controlled battery of five automatic 
pumps. 

This will permit simultaneous load- 
ing of five transports at 500 gal. per 
minute, and five tank trucks at 250 
gpm. 

Remote control meters and registers 
are being used for rack operations, also 
in connection with 10,000 gal. of 
gasoline storage for fueling trucks 
driving into the plant. 

The meters will be in a modern 
one-story 30 x 40-ft. office building. 
Here also will be toilet, shower, 
locker and telephone facilities for all 
who use the plant. 

Transport and tank truck traffic 


will flow in at one point, and out at 
others on each side of the office. 

The largest truck-trailer rig will be 
able to pull into the loading rack and 
away without backing up. 

Drivers will have ground-floor 
convenience in getting their tickets at 
the exit points. 

Also, there’ll be parking space for 
about 100 trucks in a rear section of 
the tract. 

The property is on the Pennsylvania 
side of the Delaware River at Ontario 
St., within two blocks of the route of 
the proposed Delaware River Express- 
way. Thus it will provide ready access 
to the northeast and northern sections 
of Philadelphia, and to northeastern 
Pennsylvania. 

The terminal will be the first tanker 
facility on the Pennsylvania side of 
the Delaware north of Philadelphia’s 
Market St., and the third independent 
tanker terminal in all of Philadelphia 
Harbor. 


BACKGROUND 


Miller and Spitzer believe it will 
serve well the several bulk stations 
which both Major Petroleum and 


NATIONAL PETROLEUM NEWS * October 6, 1954 





FOLLOW THE ROTOCYCLE 


You Can Count On gp 2 og CYCLE 
ROCKWELL ROTOCYCLE METERS 


FOR FASTER LOADING + GREATER SUSTAINED 
ACCURACY + LONGER USEFUL LIFE 


Model BLX-5 with print- POSITION Liquid entering the 
ing register. One of five measuring chamber through the 
sizes having capacity ~ ; inlet port encounters vane No 
ranges between 20 gpm ‘ 1) which seals off further liquid 
minimum and 800 gpm “ 

maximum, ig . iene 


aehibile), Bilt ea) ee 
No. (1) forces the rotor to turn on 
its centershaft. Vane No. (2) has 
now reached position occupied by 
vane No. (1) where it seals with 
the wall. Segregated between vanes 
1) and (2) is a definite volume of 


liquid indicated in dark color 


CJstst lig 
WY == “1, 


Wy, 


WHAT LOW FRICTION DESIGN 
MEANS TO YOU POSITION Ill: Vane (3) has reoched 


In the Rockwell Rotocycle meter there are sarang genteel spabessmdle — 

no metal-to-metal contacts to absorb pres- ee 

sure—to wear and cause inaccuracies. A 

simple, effective liquid capillary seal bonds \ 

the measuring element bottle tight. Too, in \. 

the Rotocycle there are no oscillating parts Be 

—no valves, pistons or reversing motions ALL-REVOLVING ROTOR 

to “break” the smooth flow. Hence you can The Rotor inside the Rotocycle 

load trucks faster, use smaller motors on meter rotates freely “Flo- 
P . ward” on double stainless steel 

your pumps—save on electric power bills. nell Genie meuts. the Ge 

The accurate records Rotocycle meters pro- tion is exactly like that of an 

vide make auditing and accounting simple electric motor — smooth, eftort- 

and positive. Write for bulletins. less ond quiet. 


KERRY 


~ 
“SS 


POSITION IV: Vane (4) has reached 
the seal position and another meas 
vred volume is segregated. The 

YOU CAN RELY ON ROCKWELL volume between vanes (1) and (2 
is now discharging through the 
outiet port. These measured vol 


ROCKWELL MANUFACTURING COMPANY umes ere integrated on the regia 


in terms of gallons passed through 


PITTSBURGH 8, PA. Atlanta Boston Chicago Dallas Houston Kansas City, Mo. Los Angeles 
New York Philadelphia Pittsburgh San Francisco Seattle Tulsa 


the meter 


In Canada: Peacock Brothers Limited 
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Sie a ois 
ewe” 


OP your sales with ACs 


If you've seen ® horse travel by balloon be- 
fore, don't bother to read any farther. You 
know what we're going % say! Actually, 
putting Sparky 19 4 balloon is just our way 
of telling you that with new AC Spark Plugs 
in your cat, “Up goes horsepower!” 

Now, wait a minute! Don't go away! That's 
just part of the story There wasn't room 
on the balloon for the rest 

So, here it 15: AC engineers have designed 
special features into 4 spark plug handle 
today’s high-compressio® engines and high- 
octane gasolines Only AC bas all these fea- 
tures! And the results speak for themselves 
both in the jaboratory and on the road — 
through the full range of your car's perform- 
ance. Up to 10% more power! Gas savings of 
as much as one gallon i tren! Smoother 
performance! 

lf your car has traveled 10,000 miles of 
more since your last plug change, trot right 
down to your nearest Registered AC Dealer. 
Ask him for a new set of lively ACs. 


ROLET - PONTIAC * OLDSMOBILE - BUICK * CADILLAC - GMC 


NATIONAL 
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ENGINEERED TO THE 


: oe Ballooning horsepower is the th for AC’ 
AY! po eme for s new 
TEMPO oF TOD rp] October Spark Plug campaign. At the left you see the 


smashing ad that will appear in top national magazines, 
in farm publications, and in men’s magazines. 


A : R 
PATENTED INSULATOR MATERIA! 


“. amazingly strong jaseleont : 
ng the use of longet, ~— | 
Prif-cleaning tips — offere 
by AC. 


ON 
PATENTEO HEAT-SEALED CONSTRUCTH 
, ) | J 
a lala : Here’s the outdoor ter that will catch millions of car 
wn : pos 
yo shell of plug preve ; the outdoor ~ 
loss and fuel waste 


coast. Same message, same 
power, same sales appeal. 





PATENTED COPPER-GLASS SEAL 


a 
Special material fuses form 


: Joss. 
tight seal against power 





And here’s the colorful tie-in window display—cut-out bal- 
loons in brilliant colors telling your customers: “Up goes 


bur horsepower” and “Up goes gas mileage” with Lively AC 
2 ! 
nd carbon Geposs which afe Spark Plugs! 


+ do not have this feature. ‘a 
A KNOCKOUT 


CONVERSATION-STARTER! 


A worn-out plug hanging 
from a gallows! Message? 
“Caught Stealing Horsepower.” 
This is going to dramatize the 
need for spark plug replace- 


j ment — and it’s going to start 

SPARK a lot of talk that leads to sales! 

G. It stands, it hangs free, it goes 
PLUG on wall or window! 


BIG THINGS are going on at AC. Registered AC Dealers 
automatically receive these powerful business-boosting cam- 
wy 5 ace paigns. Are you registered? If not, better ask your AC 
a MOTORS CORP 
| pivision at 


. Wholesaler. 
6. AROS 
h ac SPARK pL.us ee a ee 


Se he Pa Oa Oe PER eR PSS eh oh? AC SPARK PLUG DIVISION [Saas GENERAL MOTORS CORPORATION 
cB” Oy ey ob ok me RCN «2 te Ce nae 
is ES NALS e “ Z FLINT MICHIGAN 
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Automatic Inflation 
Speeds Service, 
Adds to Tire Life 


Station Operators Save Time 


Airing tires can be done in a few seconds 
—even in the dark—with the new 
NELSON Equamatic tire inflator. Oper- 
ator merely dials desired pressure, the 
NELSON shuts itself off when dialed 
pressure is reached —no gauge watching, 
no valving-off. 


Customers Like Service 


Each pair or set of tires aired at same 
dial setting get exactly equal pressures. 
Customers like the speedy service, the 
greater driving comfort, safety, and longer 
tire life. 


Rugged—Low Upkeep 
Thick-walled pressure-cast case protects 
working parts against damage from bang- 
ing and dropping on concrete. Can be re- 
calibrated right on airline—no cartridges 
to buy, no time lost returning to factory. 


Meets Every Need 
Universal model has 10 to 110 Ib. dial 
range. Passenger tire model has 15 to 
45 lb. dial range with open position for 
higher pressures. Each available with 
‘“Handi-Chuck” (illustrated), standard 
single chuck or dual chucks (also with 





Nelson Safety Grip-Chuck for tire repair 
departments). 


Low First Cost 


Passenger model shown costs only | 
$14.95, less liberal allowance for old | 
gauge. Connects to airline—no installa- | 
tion cost. See your jobber or write us now 
for free literature. 

10 
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PRODUCTS INCORPORATED 


440 PERALTA AVENUE 





SAN LEANDRO, CALIFORNIA 


TERMINALS 


Allied Oil, individually, maintain in 
the metropolitan Philadelphia area. 

Miller is president of the operating 
company, and Spitzer vice president. 
Secretary is Albert K. Kaye, secretary 
of Allied, and treasurer is William H. 
Godfrey, secretary-treasurer of Major. 

Miller and Spitzer conceived the 
idea of the joint activity while return- 
ing to Philadelphia from the American 
Petroleum Institute annual convention 
in Chicago last November. 

Together, their competing com- 
panies sell about 100 million gal. a 
year of No. 2 fuel oil, kerosine and 
gasoline. But both men felt that 
neither company was in a position to 
undertake successfully, by itself, a 
terminal project of the size contem- 
plated. 

Allied, in 15 years, and Major, in 
29, had grown to the point where both 
men believed expanded bulk facilities 
were indicated. But a tanker terminal 
was a large order, for either company. 
The thought occurred: 

“Why not take a page out of the 
major oil companies’ book? The 
majors compete with each other, yet 
team up in certain production, refining 
and pipe lining operations.” 

The deal was made. 


THE COMPANIES 


Allied wholesales heating oil, and is 
a gasoline distributor for Socony- 
Vacuum. It has a 4-million-gal. barge 
terminal in southwest Philadelphia. 
It has a bulk station (200,000 gal.) in 
northwest Philadelphia, and another 
(80,000 gal.) in Llanerch in suburban 
Philadelphia. 

In addition, it is building a sub- 
terminal (80,000 gal.) in Jenkintown, 
another suburb. 

It plans to supply the branch plants 
from the tanker terminal by transport. 
It owns and operates six transports, 
all new or nearly new. 

Spitzer, before starting Allied in 
1939, operated a chain of service 
stations 12 years. Before that, he was 
in the real estate business. 

He is second vice president of the 
Pennsylvania Petroleum Assn. 

Major Petroleum has a 35-truck re- 
tail fuel oil operation, and sells fuel 
oil, kerosine and gasoline in Eastern 
Pennsylvania and New Jersey. 

It controls 4.5 million gal. of tanker 
terminal facilities at Paulsboro, N.J.; 
has a 3-million-gal. barge terminal at 
49th St. and the Schuylkill River, and 
300,000 gal. of storage in six sub- 
plants in metropolitan Philadelphia. 

It has a complete 24-hour oil burner 
sales and service department, and 
keeps $25,000 worth of burner and 
boiler parts on hand as_ business 





builders for its retail fuel oil activity. 

Miller and Godfrey started Major 
Petroleum in November, 1925. God- 
frey, at the time, headed a company 
operating a chain of garages. He sold 
that business in 1929. 

Major Petroleum began with three 
cut-rate service stations, subsequently 
increased to 40. Over the last 12 
years, it has “drifted out” of the re- 
tail gasoline business. 


THE TERMINAL 


Here are the features of the new 
terminal, in detail: 

A new Fischer-Porter control system 
automatically cuts in a second pump 
when demand from the loading rack 
passes 1,000 gpm in simultaneous load- 
ing. When demand passes 2,000 gpm, 
a third pump cuts in, etc. 

Pumping equipment, by Gilbert and 
Barker, includes five 25-hp, 1,000-gpm 
units for fuel oil, one for kerosine. 

These centrifugal units are as close 
to the storage tanks as possible—in a 
bank inside the diking around the 
tanks — because centrifugal pumps 
push product instead of sucking it. 
That way, even though the pumps are 
gravity fed from the tanks, they’re not 
likely to be starved for product. 
They’re 30 ft. 6 in. from the kerosine 
tank, 45 ft. 2 in. from the nearest No. 
2 fuel tank, and about 265 ft. from the 
farthest No. 2 fuel tank. 

Also, the pumps are vapor-proof 
and weather-proof. 

The tanks are API-specification 
units built by Bethlehem Steel. Two, 
for No. 2 fuel, are 150 ft. in diameter 
and 32 ft. high. The third is 80 ft. 
in diameter and 32 ft. high. 

The rack has eight spouts for No. 2 
fuel—four 4-in. for transports at 500 
gpm, and four 3-in. for tank trucks 
at 250 gpm. There are provisions and 
piping for another transport spout, 
another tank truck spout, and four 
more spouts for either transport or 
tank trucks. 

For kerosine, there is a 4-inch 
spout for transports at 500 gpm, and a 
3-in. for trucks at 250 gpm. Provision 
is made for an additional transport 
spout and an additional tank truck 
spout. 

All spouts are counter-balanced with 
drop-tube loading to cut foaming. 

Valves on the spouts control the 
pumps. 

Meters and metering equipment are 
by Brodie. Only registers are on the 
loading platform. Meters and ticket 
printers are in the office, 75 ft. in 
front of the rack. 

Sidney Jelinek is the architect. 
Leonard Shaffer Co. is tie engineer 
and constructor. 
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* Alternating Saturday nights! 

* Actually two new TV shows! 

* Starting October 2nd! 

* 60 stations—NBC-TV Network! 

*% Comedy!...Music!...Guest Stars! 


¥%& Texaco does it again ...now with two of the enter- 
tainment world’s most popular comedy and song- 
and-dance stars. 

%& Texaco Dealers will have special promotion ma- 
terial for their stations, to tie in with the new 
programs...to bring in new customers and keep 
old customers coming back! 

THE TEXAS COMPANY 


a 
iin DEALERP 
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We torture truck axles to 


in the new Timken-Detroit indoor proving ground 


...and only Timken has it! 


We shock-load, abuse, and torture them. Match every conceivable 
hauling condition. Then add a few brutal tricks of our own! 


Why? So you'll know in advance, and 
for sure, that a Timken-Detroit axle can 
take the punishment it was designed for. 
More rugged, grueling punishment 
than any other axle made! 

To prove it, we capsuled a multi-thou- 
sand acre proving ground into one room. 
Here our engineers can put 50 years of 
experience in building axles for trucks, 





buses and trailers to work — subjecting 
axles and gearing indoors, to any out- 
door operating condition. 

Such exacting research pays off for 
you in: longer axle life; less mainte- 
nance, repairs and downtime; reduced 
operating expenses. This is why Timken- 
Detroit axles are preferred by manufac- 
turers and operators everywhere. 





How TDA proves axle quality 
in this ‘Torture Chamber” 


We pick one of our axles at random 
... then duplicate a hauling condi- 
tion, hour after hour, day after day 

. simulating half a million miles 
of the toughest driving situations 
in just a few days. Or “invent” a 
test like going uphill with a full 
load from California to New York 
nonstop. There is no other axle test- 
ing like it in the world! 





This is our “truck driver.” He 
works in our “Torture Chamber.” 
Above him are graphs showing 
speed and torque performance un- 
der any operating condition he 
chooses . . . soft ground at full load 
... mountains... express highways 
or side roads. With special dials, 
recorders and electronic devices, he 
actually drives the axle with scien- 
tific accuracy from his chair! 
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How Timken-Detroit 7-speed axles with 
man-size gears, operate in any gear ratio 





...Indefinitely, without overheating! 


The secret? A husky hypoid ring 
gear and bigger, stronger pinion set 
(No. 1 in illustration) provides the 
first step of the total gear reduction 
for both fast and slow ratios. Two 
large, heavy-duty helical gear sets 
provide the second step. Both sets are 
of equal size and capacity — but one 
set (No. 2) is for fast speed—the 
other (No. 3) is for slow speed. The 
clutch collar (No. 4) moves to left 
or right to engage one helical pinion 
or the other. 


The result: Complete elimination of 
small, complicated parts and midget- 
size gears! Larger hypoid-helical 
design gives more teeth in contact — 


TIMK.EN 
AXLE 


evens Yi scanaaca 


“TORTURE-TESTED” 
to Save Money on the Job 


TRADE MARK 


WORLD’S LARGEST MANUFACTURERS OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 


Plants at: 
Detroit, Michigan 


Oshkosh, Wisconsin + Utica, New York 
Ashtabula, Kenton and Newark, Obio 


New Castle, Pennsylvania 


reducing load per unit of contact area 
— for more positive, quiet operation. 


Bearings are larger. There’s longer 
motor and truck life because wear on 


driving parts is less. When you divide 


the total gear reduction, you double 
its life expectancy. And the set of 
helical gears not in use, always idles 
at greatly reduced speed. Special 
gear lubricant is not required. Heav- 
ier oil can be used—for a better oil 
film between gear teeth. 


Greater “spread”! Exclusive TDA 
double-reduction design not only in- 
creases engine and gear life, cuts re- 


pairs and maintenance, but gives a 


Hypoid pinion 
and ring gear 


Clutch collar 


7 basic axle capacities! Only TDA, 
world’s largest manufacturers of 
truck, bus and trailer axles offers a 
family of 7 basic axle capacities, each 
with interchangeable final drives: 
single-speed, single-reduction, single- 
speed double-reduction, and two- 
speed double-reduction, using the 
same axle shafts and housing. No- 
where is there such a selection to fit 
all special needs. 


Exclusive ‘‘Torsion-Flow” shafts! 
Forged so that grain structure of steel 
conforms to shaft profile, thus assur- 
ing uniform distribution of stresses. 
Exclusive heat-treating formula pro- 
vides a resilient axle shaft core grad- 
uated to a tough, hard outer surface 
—the ideal combination for axle shaft 
life. And TDA “Torsion-Flow” shafts 
are guaranteed for 100,000 miles or 3 
years — whichever occurs first. 


vastly greater gear ratio “spread” for 
all jobs requiring any range of speed 
or power. A fast gear ratio for light 
loads everywhere — full loads on the 
level. Slow speed ratio for full loads 
on hills—for better pulling in “soft 
going.” 


Fast speed 
helical 
“BULL gear’’ 


Slow speed 
helical 
“BULL gear’ 


Hot-forged steel housings! Pound 
for pound the strongest, most rigid 
ever built! Rectangular TDA hous- 
ing shape gives maximum strength, 
uniform stress distribution, mini- 
mum weight. Ask about the TDA 
“Life of Vehicle” guarantee. 











Good tire service helps bring } 
custo hold customers to 
step = A, petroleum prod- 
uct les. You can give 

tire service at a profit with the 
famous Coats Iron Tireman. 
That's because the Iron Tireman gives you real 
money-making savings in time, backbreaking 
labor. Does more work, yet costs only $109.50 
F.O.B, Fort Dodge. Good reasons why service 
stations choose the Coats Iron Tireman over al! 
other brands combined. 


1RON TIREMAN .. 


TRUCK TIRE ADAPTER 


Simple, easy-to-use adapter al- 
lows Coats Iron Tireman to han- 


die larger, semi-drop center truck (¥) 
wheels with center openings of 
5” to 6%". 


IRON TIREMAN ... 


TRUCK TIRE SPREADER 


Allows fast, thorough inspection of truck tires. 
Lies flat om floor so heavy truck tires can be 
roiled on easily. 


IRON TIREMAN ... 


TRUCK TIRE BEAD 
BREAKER 


Quickly, easily breaks beads on big- 
gest, heaviest truck tires. Sliding han- 
die hammer delivers up to 5 times 
more force than ordinary ham- 
mer. 






IRON TIREMAN .. . 
TUBELESS TIRE 
MOUNTING BAND 


= 


Forces tubeless tire 
beads into locking po- 
sition. Holds beads i 


IRON TIREMAN .. . 
TUBE BUFFING STAND 


face for 
patching. 


firmly in place so tire 
can be inflated to seal 
beads. 


Write for illustrated Literature on 
Coots fron Tireman, Accessories today 


JACK HENNESSY SALES CO. 


National Distributors 
P. O. Box 22, Audubon Station 
New York 32, N. Y. 


COATS COMPANY 





FORT DODGE IOWA 
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Slips over tron 
Tireman center 
post. olds 
tubes firmly, 
securely for easy 
buffing, conveni- 
ent working sur- 








ASSOCIATIONS 


Jobber Advocates NOJC Aid Fund 


A Connecticut jobber leader 
addressing the Pennsylvania 
Petroleum Assn., convention last 
week almost, but not quite, cast 
the National Oil Jobbers Coun- 
cil in a role which major sup- 
pliers have urged that it shun— 
the role of a union. 

He declared that if the country’s 
jobbers made up a fund like those 
which large unions are using to help 
their members, NOJC “could very 
well save the jobber in the future” 
with that fund. 

Last June, this same jobber, Sam 
B. Wilkes, Crown Petroleum Corp., 
Hartford, suggested to NOJC that 
every jobber pay $1 into a general 
fund to be administered in aiding dis- 
tressed jobbers. Nothing’s come of the 
idea. 

Now, Wilkes told the Pennsylvania 
jobbers’ fall convention at Pocono 
Manor, Pa.: 

“Those state associations and their 
secretaries who fail to profit by the 
example of labor and fail to copy the 
tremendous success of its methods, 
show a complete lack of understanding 
of the problem (of dealing with 
major-company marketing practices). 

“It is entirely conceivable,” said 
Wilkes, “that within’a short time, if 
all jobbers would make the small con- 
tribution I mention, NOJC could 
financially be in a position to even 
make loans to deserving jobbers out 
of its funds, just as unions today are 
supporting many business enterprises 
by loans for expansion and sometimes 
to save them from failure. 

“My imagination even goes to the 
point where there could be a welfare 
fund for indigent jobbers.” 

Then Wilkes added: 

“Along with a powerful National 
Oil Jobbers Council, should there not 
possibly be a national suppliers’ coun- 
cil from which marketing executives of 
major suppliers could gather the 
education and understanding they 
need to properly promote the civic 
value and growth of both the jobber 
and the industry?” 

These thoughts were among several 
advanced—by Wilkes, by the jobber 
association itself, and a National Con- 
gress of Petroleum Retailers repre- 
sentative—for curing a long list of 
jobber business ills attributed largely 
to major-company marketing practices. 

Pricing Resolutions — The jobber 
association, by resolution, held that: 

1. Wholesale marketers, whether 
they be major or secondary suppliers, 


should refrain from granting voluntary 
allowances to gasoline dealers during 
price wars, and selling gasoline to 
commercial consumer accounts at tank 
wagon prices or lower figures. 

2. Major suppliers should establish 
a fuel oil consumer tank wagon differ- 
ential, also give jobbers a “broker’s 
margin” for servicing institutional 
fuel oil accounts obtained by majors 
through bidding. 

Seeks Conference—NCPR’s secre- 
tary, John W. Nerlinger, Jr., told 
about an application being prepared 
by the dealer association’s general 
counsel to the Federal Trade Com- 
mission for a trade practice conference 
for gasoline retailing. 

A rule against below-cost sales of 
gasoline will be established either this 
way, or by legislation within two years, 
Nerlinger said. 

Also, he told about plans for an 
NOJC-NCPR liaison group discussion 
in November in Chicago of “a recently 
revealed conspiracy to weaken or 
destroy” laws against unfair compe- 
tition. 

He described the conspiracy as a 
well-organized campaign to “smear” 
small business, then “get” small busi- 
ness in Congress through crippling 
amendments to the Robinson-Patman 
Act and other antitrust legislation. 

Asking jobber support for a drive 
to combat this move, Nerlinger said a 
bill to have “the original intent of Con- 
gress” written back into the Robinson- 
Patman Act will be introduced in the 
next session of Congress. This 
measure, he said, is an “Equality of 
Opportunity Bill” sponsored by an 
Anti-Monopoly Conference Organiza- 
tion of small businessmen including 
gasoline retailers. 

Wilkes proposed two other possible 
cures for jobber distress—other than 
the NOJC loans and welfare payments, 
and a “more honest and sincere intent 
on the part of marketing executives” 
toward the jobber. 

For one thing, he said: 

“Jobbers should examine the desira- 
bility of merging their interests where 
efficiency could be improved and costs 
lowered. . . 

“If jobbers could only sacrifice 
some of their rugged individualism 
and forget the need to be boss under 
any and all circumstances, there are 
many mergers that could be effected 
with great economic advantages.” 

Percentage Margin — Further, de- 
clared Wilkes, jobbers should “give 
thought to ceasing the endless carping 
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Trailer shown here was 
built by Gorbett Broth- 
ers Tank Manufacturing 
Company, Fort Worth, 
Texas. It is owned and 
operated by Cosden Pe- 
troleum Corporation, Big 
Spring, Texas. 
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UNITED STATES STEEL CORPORATION, PITTSBURGH 


NATIONAL TUBE DIVISION, PITTSBURGH TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
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See how USS COR-TEN Steel 


...adds 
258 free-riding gallons 
to this tank trailer 


THE GoRBETT BROTHERS tank 
trailer shown here was built of USS 
Cor-TEN High Strength Steel. If it 
had been built with regular carbon 
steel, it would have weighed 1,550 
pounds more. 

These 1,550 pounds of 
deadweight subtracted from the trailer 
were then added to the payload ca- 
pacity. At approximately 6 pounds 
per gallon of gasoline that means 258 
extra gallons can be carried on every 
trip this unit makes. The over-all 
loaded weight of the trailer does not 
increase. There is no extra strain on 
brakes, tires or running gear. The 258 
additional, free-riding gallons are ab- 
solutely clear profit. 

You can get capacity increases like 
these in your equipment, too! The 
payload is the pay-off. Day after day, 
through the long life of the equip- 


ment, these free-riding gallons pay a 
growing profit in reduced operating 
costs. 

But building lighter* with USS 
Cor-TEN Steel does more than save 
costs by increasing payload capacity. 
Cor-TEN Steel’s greater strength, 
greater toughness, higher resistance 
to wear and fatigue, and particularly 
its high resistance to atmospheric cor- 
rosion—4 to 6 times that of carbon 
steel—combine to insure unusual dur- 
ability and stamina which pay off 
in reduced maintenance time and 
lower repair bills. 

For more information on USS Cor- 
TEN Steel, get in touch with our near- 
est district sales office. Our engineers 
have had wide experience in applying 
it to all types of transport equipment. 
And send for a copy of the Cor-TENn 
Steel book. 


*ICC specification MC 303 shows the permissible 
lighter gages of high strength steel for tank sheets. 









AMERICAN STEEL & WIRE DIVISION, CLEVELAND 


UMITED STATES STEEL EXPORT COMPANY, HEW YORK 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
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USS COR-TEN High Strength STEEL © 
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ASSOCIATIONS 


fight for bigger, better margins” and 
seek in their stead the “percentage 
margin.” 

“Margins as such mean nothing,” 
he insisted. “It’s the relation of your 
net profit by percentage to your dollar 
volume that really counts. 

“How much money you make in 
relation to the amount invested and 
used is the figure your banker is 
interested in. In economic terms, a 
4¢ margin would avail nothing if it 
ended in a lower percentage of net 
than you can get by investing your 





money in other enterprises. 

“Inversely, I would be very happy 
to work on a 2¢ margin if I could get 
to keep it on my present volume. 
What we need are percentage margins 
and not units-per-gallon (margins).” 

Some of the Problems — Wilkes 
listed the following as among the 
primary “evils” confronting the jobber 
today: 

—*“Over-supply” of product which 
has induced “marketing practices that 
indicate a definite lack of responsible 
thinking of some suppliers.” 





Need Private Brand 


Merchandise? 


Consult the Bell Company First... for quotations 
on top-quality automotive chemicals! 


All Bell products are com- 
pounded to rigid specifica- 


BELL MAKES THIS COMPLETE LINE 


tions. OF AUTOMOTIVE CHEMICALS FOR 


2 Complete laboratory facili- 
ties for testing all products. 


3 Bell quality automotive 
products are supplied to the 
major oil companies. 


Bell will assist you with 
your sales and merchandis- 
ing programs. 

5 Bell will maintain adequate 
working stocks of your mer- 
chandise and provide ship- 
ping facilities too. 


Trim Cement 


PROFITABLE RE-BRAND SELLING 


Shock and Knee- Weather Strip Cement White Tire Paint 

Action Fluid 
Hydraulic Jack Oil Chrome Cleaner 
Gasket Cement 


Radiator Chemicals Clutch Fivid 
Penetrating Oils 
Polish Rubber-Lube 


Black Tire Paint and many others 





4¢ 


for quotations 
and full details 


pv 


411 N. Wolcott Ave., Chicago 22, Illinois 


The same private-brand service is offered by: 
Bell Chemicals Ltd., 156 Bathurst St., Toronto, Onterio, Canada 
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—A “complete and absolute destruc- 
tive” duplication of service station 
facilities—‘‘no sensible jobber can 
oppose the construction of new and 
modern facilities, providing some 
provision is made for wiping out the 
old and outmoded facilities. 

—“The obvious willingness of 
major suppliers to take commercial 
consumer business at prices below the 
net cost to jobbers in the same area. 

—*‘A recent revival of the cash offer 
by a supplier to induce a dealer to 
sign.a contract, offering cash of such 
proportions as to render the jobber 
completely unable to meet this type of 
competition. 

—*The inability of most jobbers to 
raise capital money, free from sup- 
plier control, for normal expansion 
in keeping with the rate at which the 
major suppliers are expanding. 

—*“The spectacle of major suppliers, 
including some of the biggest, resort- 
ing to undercover supply of un- 
branded cut-rate gasoline markets in 
an effort to move more gallons. 

—‘“The economic impact of the 
curtailing of refinery runs to induce a 
self-created shortage by which higher 
prices can be maintained.” 


Intermountain Jobbers 


Plan Increased Activity 


The year-old Intermountain Oil Job- 
bers Assn. is picking up speed as the 
result of plans adopted at its recent 
annual convention in Salt Lake City. 

The group plans to get full state 
committees functioning on tax, legis- 
lature, finance, marketing, public re- 
lations and membership matters. It 
also is preparing for quarterly mem- 
bership meetings. 

Greater frequency of full meetings 
will be depended upon for co-ordina- 
tion of effort, the IOJA announced. 
Representation of all four states in the 
association — Utah, Wyoming, Idaho 
and Nevada—is considered particularly 
necessary for the success of the group’s 
legislative objectives. 

Members elected Spencer Baggs of 
Wasatch Northern Oil Co., Ogden, 
Utah, as president to succeed Howard 
Williams of Williams Oil Co. of Salt 
Lake City. Williams was named to the 
IOJA board of directors. 

Neal Olsen of Beeline Oil Co., Salt 
Lake City, was named vice president 
and Theron S. Covey of Covey Petro- 
leum Corp., also of Salt Lake City, 
was elected treasurer. Arvin W. Grant, 
former General Petroleum district 
manager in Salt Lake City, was re- 
named executive secretary. 
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Tank truck hose with tube and cover of NEQPRENE 
stays on the job over the long haul 


Neoprene inside 
for a tough, smooth, 
fast-flowing tube that 
resists softening and 
swelling effect of oils 
and most chemicals... 
does not form mushy 
weak spots. 


October 6, 1954 + 


Neoprene outside 
for a cover that resists 
abrasion, twisting and 
flexing without crack- 
ing or chipping .. . 
stands up to sunlight 
and weathering, even 
when soaked with oil. 


Fast, smooth delivery of petroleum 
or chemical products day after day 
calls for hose that’s husky enough 
to take punishment. That’s why 
tank truck hose should have the 
double protection ofa neoprene tube 
and a neoprene cover. 

Neoprene resists the deteriorating 
effects of oil, gasoline and many 
chemicals. And it has the rugged 


NEOPRENE 


The rubber made by 
Du Pont since 1932 


endurance to take rough handling 
day after day. You'll save on main- 
tenance and replacement. 

Ask your supplier to help you 
choose the right hose—made with 
neoprene—for the petroleum or 
chemical products you have to han- 
dle. Tell him you want the hose 
that’s made for extra life—with a 
neoprene tube and cover. 


FREE / THe NEOPRENE NOTEBOOK 


Every issue contains illustrated case histories, in- 
teresting stories, new applications of neoprene. 
Clip and mail this coupon to E 
Nemours & Co 


|. du Pont de 
(Inc.), Rubber Chemicals Division 


NP-10, Wilmington 98, Delaware 


Name 
Firm 
&E6 us. Pat off 
BETTER THINGS FOR BETTER LIVING | “‘dress 
. «« THROUGH CHEMISTRY City 
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Permanent 
attachment! 
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Permanent attachment is one of the outstanding 
advantages of Scovill hose couplings. 

This, we think, makes real sense since gasoline 
hose comes in such good quality now, and is so 
long-lived, that there is no longer any point in using 
anything but permanently attached couplings. 

Think of some of the advantages found in Scovill 
couplings: They’re leakproof, uniform assemblies 
































which will remain trouble-free for the life of the hose. 
You get positive attachment, a perfect static con- 
nection, and internal expansion insures maximum 
flow. 

For complete information, write for Bulletin 570-H 
on gasoline hose couplings. Scovill Manufacturing 
Company, Merchandise Division, 81 Mill Street, 
Waterbury 20, Connecticut. 





SCOVILL HOSE COUPLING FEATURES: 





TRIPLE TESTING PROVES SCOVILL DEPENDABILITY 


Pressure test proves Scovill coupling 
holds beyond bursting pressure of hose. 


Note broader area over which coupling 
grips hose—maximum compression 
without cramping. The hose can stand 
more flexing without weakening. 

Two-piece construction—ductile cop- 
per alloy tube press-fitted and sweated 
into forged brass body. Metal serra- 


Flexing test proves Scovill coupling does 
not weaken hose. 


tions firmly imbedded in hose. Leak- 
proof connection prevents wicking— 
note rubber pushed forward to fill en- 
tire recess. 1.D. of coupling same as 
nominal I.D. of hose—full flow, no 
bottleneck, no turbulence. Also avail- 
able for fuel oil applications. 


Pull test proves Scovill coupling holds 
beyond tensile strength of hose. 





SCOVILL TRIPLE-TESTED 
GIVE MAXIMUM FLOW, SAFETY A 


Corgelinge SCOVILL 
ND HOSE LIFE 
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Drum Wrench is Preset 


A two-headed torque wrench for 
use on drum closures is designed to 
fit closures measuring 2 in. or % in. 
The wrench head can be used only on 
the size closure for which it has been 
set, says the maker, and the instru- 
ment is preset for the proper amount 
of torque. The wrenches were 
developed in conjunction with J.O. 
Line Tools Inc., Los Angeles, Calif. 
Rieke Metal Products Corp. 

Circle No. 1 on Reply Coupon 


New Engine Developed 


Autocar has announced a new 200- 
hp gasoline engine for its heavy-duty 
trucks and tractors. The sales push 
for the new powerplant is being put 
behind “greater fuel economy and in- 
creased power.” Known as the White 
Mustang 390A, the six-cylinder unit 
features a new dome-shaped piston 
for which a companion-shaped com- 
bustion chamber has been created. 
Compression ratio is 6.4 to 1. 


Circle No. 2 on Reply Coupon 


Midget Air Gun Offered 


A midget air gun now is being dis- 
tributed nationally for use in sand 
blast, air or liquid cleaning of small 
parts and surfaces. The gun operates 
on any standard air pressure system at 
75- to 140-Ib. pressure. The device is 
recommended for use in removing 


carbon, paint and rust, cleaning radi- 
ators, cleaning spark plugs and other 
service station uses. The complete 
kit, which sells for $16.50, includes a 
gun, three extra nozzles, an extra steel 
jet, jet wrench, three-ft. rubber hose 
and a glass jar assembly. Marin Co. 


Circle No. 3 on Reply Coupon 


Tape Sealing Device 


A “roll-on” sealer is built for use 
either with Kraft sealing tape or re- 
inforced tape. The device, which 
holds a roll of tape, rolls it on in one 
operation to seal cartons, bundles and 
other packages. For Kraft tape, a 
serrated blade cuts at any desired 
point. For reinforced tape, a razor 
blade is used. Pack-Rite Machines. 


Circle No. 4 on Reply Coupon 


Product Mix-Ups Avoided 


Errors in deliveries to underground 
storage tanks can be avoided, it is 
claimed, with a new fill box that 
carries an aluminum identification 
tag bearing the name of the product 
contained in the tank and the tank’s 
capacity. The method eliminates the 


necessity of maintaining set color 
schemes on fill box covers and, with 
it, the danger of confusing colors 
when they have faded. The fill box 
also has a replaceable thread ring, 
making it unnecessary to replace the 
fill box when the thread wears out. 
Universal Valve Co. 


Circle No. 5 on Reply Coupon 


Summer-Winter Thermostat 


A two-dial master thermostat is 
designed for single-point control o1 
summer-winter air conditioning sys- 
tems. For use with a millivolt heat- 
ing circuit and a 24-volt cooling system 
circuit, the new thermostat features 
independent fan control for ventila- 
tion purposes. The master control 
unit has a single sliding switch that 
gives the operator a choice of “heat,” 
“fan” or “cool.” General Controls 
Co. 

Circle No. 6 on Reply Coupon 


Radio Saves Space 


A new “space-saver” unit is the 
smallest commercial 10-watt radio 
ever developed for two-way mobile 
communications (now being adopted 
by many jobbers), says the manufac- 
turer. The radio measures 542 by 9% 








e FOR FURTHER INFORMATION 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


@ Readers’ information Service 


330 W. 42nd St., New York 36, N.Y. 


Your inquiry will be forwarded to the manufacturer. Void after Jan. 5, 1955. 
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by 17% in. and weighs only 40 lb. 
The junior-size unit produces a mini- 
mum of 10 watts over the entire 148 
to 175-megacycle band, the manufac- 
turer says, and can be converted 
quickly and without additions for 
either six or 12-volt battery operation. 
The radio is delivered in tune with 
the customer’s frequency and fully 
equipped. Radio Corporation of 
America. 





Circle No. 7 on Reply Coupon 


Steam Cleaning Gun 


Service station dealers who do re- 
pair work can use a new steam clean- 
ing gun. No booster pump, motor or 
tank is required with the gun, says the 
manufacturer. Passage of the steam 
through the gun siphons the cleaning 
solution into the gun. It mixes with 
the steam and is discharged from the 
nozzle. Magnus Chemical Co., Inc. 


Circle No. 8 on Reply Coupon 


~Free'“Squeeze-Bottle” 


with every 


Applicator 2 
New, Improved 
Du Pon 


© Gun.” 


PENETRATING RUBBER LUBRICANT 


gallon 


Just fill this polyethyl- 
ene squeeze-bottle with 
new, improved Du Pont 

“Orel” and you have a 
powerful ‘‘Anti-Squeak 
One shot stops 
stubborn squeaks for 


PREMIUM QUALITY, STOPS SQUEAKS FAST 
KEEPS OUT SQUEAKS, WONT WASH OUT 


“Orel’’isanexclusive DuPont 
formula. Unlike petroleum- 
based lubricants, it cannot 
harm rubber. It contains no 
castor oil or graphite . . . does 
not dry out or “wash away,” 
even with repeated exposure 
to rain and washing. ‘“‘Orel”’ 
stops squeaks and keeps them 
stopped. Order new,improved 
Du Pont ‘Orel’ next time you 
talk to your jobber—there’s 
nothing else like it! 


Use OREL to lubricate all 
these and many more 
Bushings in Shock Absorber Arms 
Spring Shackles 
Sway Eliminator Bars 
Motor and Body Mountings 
Pads Insulating Springs from Axles 
Rubber Insulations between Spring Leaves 


Metal-to-Metal Contacts between Chassis 
and Frame 


Steering Column Rubber Bushings 
Fan Belts 

10. Knee-Action Units 

11. Rubber Hood Seals 

12. inner Tubes when Mounting Tires 


SP MPF PRPS 


BU PONT No"7" PRODUCTS 


BETTER THINGS FOR BETTER 


LIVING... 


REG. U. 5. Pat. OFF 


THROUGH CHEMISTRY 


LITERATURE 





Pamphlet on Pumps 


Centrifugal pumps for oil products 
and industrial liquids are covered in 
a 12-page descriptive bulletin just is- 
sued. In the bulletin, a cut-away view 
of one of the pumps is shown, illus- 
trating the straight-in suction. This, 
says the manufacturer, provides greater 
safety, dependability, savings and per- 
formance. The line covered in the 
pamphlet includes pumps for almost 
every type of application. Gorman- 
Rupp Co. 

Circle No. 9 on Reply Coupon 


Safety Book Revise 


The Handbook of Industrial Safety 
Standards is available in a new revised 
edition, including several new chapters 
and illustrations. The 315-page book 
runs through the complete list of in- 
dustrial safety problems, including 
flammable liquids and other specific 
oil industry topics. Copies are avail- 
able at $1.40. Association of Casualty 
and Surety Companies. 

Circle No. 10 on Reply Coupon 


Tank Heater Data 


Heaters for above-ground storage 
tanks are described in a four-page 
bulletin. Vertical mounting prevents 
sediment from settling on the heating 
surface, the manufacturer says, and 
leaves the bottom of the tank un- 
cluttered and easier to clean. The unit 
can be installed quickly in new or 
existing tanks without welding and is 
said to provide more efficient, less 
costly tank heating than bottom coils. 
Brown Fintube Co. 


Circle No. 11 on Reply Coupon 
Station Furnishings 


Steel furniture and fixtures for serv- 
ice stations are described and pic- 
tured in an eight-page catalog. Photos 
show station interiors equipped with 
the furnishings. Diagrams illustrate 
ways to utilize floor and wall space 
in salesroom, lube room and store- 
room. Shure Manufacturing Corp. 


Circle No. 12 on Reply Coupon 
New Products Listed 


Covered in new bulletins are addi- 
tions to a line of heating, air condition- 
ing, ventilating and heat transfer 
equipment, plus improvements on 
existing products. Pictures and 
descriptions are included of each new 
product or improvement. The bulle- 
tin does not give full information on 
each product, says the company, but 
more detailed data on all products is 
available. The Trane Co. 

Circle No. 13 on Reply Coupon 
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EDITORIALLY SPEAKING 


FIRE—Helpful Friend or 


In York, Pa., William M. Pritchard of the 
Coastal Tank Lines, Inc., busies himself with the 
transport of oil and other liquid products. Re- 
cently he wrote a very thoughtful editorial about 
fire and oil marketing for his company’s house 
organ “Coastal.” 

Because this is Fire Prevention Week and be- 
cause Mr. Pritchard’s editorial is worth thinking 
over, NPN reproduces it herewith: 


Man’‘s Benefactor Has Fangs, Too! 

“With man since his inception, fire has been 
his greatest benefactor. He soon learned that it 
had to be watched and controlled, as it provided 
him with his simple needs of protection from the 
chilly blasts, as well as his crudely cooked food. 

“One of man’s first methods of communica- 
tion was the smoke signal, that arose from hill 
to hill, as messages traveled across the country. 

“As civilization advanced, man harnessed those 
deadly foes, fire and water, to create power that 
relieved him of his back-breaking burdens, gave 
him transportation, and created a better way of 
life. The power of steam, and later, electric 
power born of steam, combined with man’s con- 
trol of these giants, has given us almost a push- 
button life—not only in industry, but in the 
home as well. 

“It is important to know that every steam 
boiler must have a safety valve, and every clec- 
trical circuit its proper use. 

“With fire all around us, we have learned of 
its power as well as its hazards. We have learned, 
too, the science of extinguishing fire, and the 
importance of fire prevention. 

“An army of our citizens, better known as 
firemen, are ever on the alert across the country. 

“Industry, and more particularly the oil and 
chemical industries, have done a tremendous job 
of education in the safe handling of products. 
A load of gasoline is dropped just as casually 


National 


Deadly Enemy 


and safely at the corner service station as the 
quart of milk on the doorstep down the street. 

“The everyday job of Coastal well illustrates 
this point, and we can look with considerable 
pride on our record of handling over 2% billion 
gal. of liquids, traveling over 60 million miles, 
without a fire loss to any of this cargo. Only 
education and caution make such records possible. 

“Yet with all the education on the hazards of 
fire, and the science of fire prevention, careless 
and thoughtless individuals are responsible for 
the greater part of a one billion-dollar fire loss 
in the U.S. and Canada last year. Think of it! 
EVERY DAY there are 1,087 home fires . . . 33 
deaths by fire . . . 95 store fires . . . 97 factory 
fires .. . 8 church fires . . . 11 school fires... 
and, strangely enough, 4 hospital fires. 

“Still more tragic, about 12,000 Americans 
died needlessly, and more than double that num- 
ber were severly burned or disfigured for life, 
by fire. 


“Let’s look at a few of the causes of fires: 


116,000 
85,500 


Smoking and Matches 
Misuse of Electricity 
Defective or Overheated Heating 
and Cooking Equipment 80,000 
Improper Disposal of Rubbish $2,300 
Careless Use of Flammable 
Liquids 
Lighting 
Defective or Overheated 
Chimneys 38,600 
Children and Matches 22,500 
“It is well that we pause each year and acquaint 
ourselves and our families, particularly around 
our homes, with these horrible statistics, and ob- 
serve Fire Prevention Week, this year Octo- 
ber 3-9. 
“Man’s benefactor, fire, has real fangs—it has 
to be watched as closely as the deadly cobra!” 


39,100 
39,000 
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REGIONS + . « interpreting the oil news 


Midwest 


By Leonard Castle 


4 


Early Start on NOJC Data 


Myles F. Hall of Duluth, Minn., 
chairman of the National Oil Jobbers 
Council’s Uniform Accounting Com- 
mittee, announces that questionnaires 
to collect statistical information for 
NOJC’s annual cost survey of jobber 
operations will be mailed out during 
November, two months earlier than 
last year. 

He says that all “wide awake” job- 
bers should start now to study their 
books for the past year, and begin 
collecting the vital information NOJC 
needs to present a true picture of 
jobber operating expenses and profits. 

Last year’s survey—first comprehen- 
sive financial study conducted by 
NOJC—was based on returns from 10 
selected jobbers in each state. This 
year, however, questionnaires will be 
sent to all members of each state 
association and Hall expects to have 
10 times as many returns as last year. 

This cost and profit study, he points 
out, is one of the vital tools by which 
jobbers throughout the nation may 
measure the efficiency of their own 
operations. 

As the annual surveys build up and 
more jobbers join in submitting 
financial data, NOJC will compile a 
running record, year to year, of the 
various items of expense and profits. 
This will enable jobbers to determine, 
with the publication of each annual 
report, how their own operations com- 
pare with the national average. 

Questionnaires for the 1954 survey 
will be presented to the anual meeting 
of NOJC in Chicago next month. 
Shortly thereafter, secretaries of the 
various state associations will distrib- 
ute copies to their members. 

Jobbers will be asked to break down 
their operating costs into four cate- 
gories—delivery expense, bulk plant 
expense, sales expense and adminis- 
trative expense. These four main 
sections, as last year, will be broken 
down further according to three prod- 
uct divisions—gasoline, fuel oil, and 
motor oils and TBA. 

Item-by-item operating costs are 
sought under each of the four main 
headings. For example, under bulk 
plant expense, participating jobbers 
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will be asked to itemize these ex- 
penses: 

Wages and salaries, payroll tax, 
plant maintenance and repair, plant 
depreciation, insurance (general liabil- 
ity, workmen’s compensation, life and 
hospital, and fire), rent, stock loss, 
and power, light and heat. 


School for Wisconsin Jobbers 


It’s back to school next week for 
Wisconsin oil jobbers. Some 30 of 
them will attend a management insti- 
tute on the Madison campus of the 
University of Wisconsin Oct. 12, 13 
and 14. The course is sponsored by 
the School of Commerce of the uni- 
versity’s extension division in co- 
operation with the Wisconsin Petrole- 
um Assn. 

This will represent the first distribu- 
tive education course offered by a 
Midwest jobber association and is ex- 
pected to set the pattern for others to 
be held late in the winter or next 
spring in other states. 

The Northwest Petroleum Assn. 
originally had scheduled an institute 
at the University of Minnesota for 
Oct. 14, 15 and 16, but decided to 
postpone it until after the annual con- 
vention in January. 

The Wisconsin school opens with 
a dinner Oct. 11. 

The next morning, K. C. King, 
association secretary, will give an 
orientation address, followed by two 
discussion subjects led by L. T. White 
of Cities Service, vice chairman of 
American Petroleum Institute’s 
Marketing Personnel Training Com- 
mittee. The topics will be ‘National 
Scope of the Jobbers’ Problems” and 
“Wisconsin Petroleum Jobbers’ Prob- 
lems.” 

For three hours in the afternoon, 
Norman C. Allhiser of the university’s 
Industrial Management Institute will 
lead a discussion on “Human Relations 
for Jobbers.” That evening a banquet 
will be held in the Memorial Union 
building. 

From 8:30 a.m. to 11:30 a.m. Oct. 
13, Robert L. Koob of the same insti- 
tute, will present the topic “Analyzing 
the Job—For Selection—For Train- 
ing.” The afternoon will be devoted 
to a study of “Jobber Accounting” 
under the direction of James B. 
Bower, assistant professor of com- 
merce. 

M. D. Doyle of the ‘university’s 
institute will conduct a course in 
“How to Train Employes” on the 
morning of Oct. 14. The institute will 
close with an afternoon-long discus- 
sion on “Oral Communications” led by 
Lynn Surles, effective-speaking con- 
sultant of Milwaukee. 


Pacific Coast 


By Charles Pollak 


Small Refiners’ Dilemma 


Some independent refiners in the 
Los Angeles Basin long have occupied 
a unique position: They are heavily 
dependent on the major companies, 
yet their gasoline often is the “bad 
boy” of the retail market, once it lands 
in the private-brand maultipump sta- 
tions. 

But last week two independent re- 
fineries were in trouble because of 
this very dependence, and one of them 
was contemplating a shutdown. 

The plants are those of McCallen 
Refining Co., Huntington Beach, and 
Eureka Refining Corp., Long Beach. 
Until recently, both enjoyed a topped 
crude contract with Shell Oil Co. 

They ran medium-gravity crude oil 
through their outmoded skimming 
plants, removed the gasoline and sold 
the resultant 15-gravity product to 
Shell. McCallen’s contract called for 
3,000 b/d and Eureka 1,000 b/d of 
the heavy fuel. 

However, the excessive residual 
stocks currently burdening the West 
Coast began to catch up with Shell 
during the summer. The company noti- 
fied the two small refining companies 
that the topped crude arrangement 
would end in September. 

But subsequently, the cutoff date 
was extended through November and, 
according to a Shell spokesman, “We 
are carrying them on as long as we 
can.” 

Meanwhile, McCallen and Eureka 
are making every effort to find a 
market. “If the situation isn’t cured, 
I'm a dead duck,” said M. M. Mc- 
Callen, head of the firm bearing his 
name. A Eureka official said, “It’s 
possible that it could cause a shut- 
down but we don’t believe it will.” 

Together, the two refineries sell 
about 3 million gal. of regular and 
premium gasoline per month to the 
large private-brand retail outlets that 
abound in the metropolitan area. But 
that market has its headaches, too. 

Much of the gallonage is sold in 
Burbank, which for several months 
has been torn by price wars that have 
pushed regular-grade prices as low as 
11.9¢ per gal. The independents’ rack 
price is now at 11¢. 
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“We're just turning over our in- 
ventory,” the Eureka man said, “and 
if we don’t, then our crude supply will 
dry up.” 


Thanks to GP 


The Los Angeles County Board of 
Supervisors has sent official praise and 
thanks to General Petroleum Corp. for 
its help in keeping the highways clean. 
GP stations offer motorists “litter bags” 
for trash that otherwise might be 
thrown out of the car windows. The 
bags (see NPN, Sept. 8, 1954, p. 28) 
urge motorists to deposit their debris 
at home or in the stations. 

“We hope other service stations will 
adopt the idea,” said John Anson 
Ford, board chairman. 


Offshore Story 


Western Oil and Gas Assn. has sent 
member companies large quantities of 
a new 30-page pamphlet, “California’s 
Offshore Oil,” designed to create a 
public climate favorable to opening 
the state’s submerged lands to drilling. 

The companies are distributing the 
pamphlet to employes, urging them to 
make its message known to their fam- 
ilies and friends. The message is this: 

“The 1955 session of the State Legis- 
lature needs to enact appropriate legis- 
lation to permit the leasing of these 
lands to responsible individuals or 
firms under conditions which will per- 
mit them to explore for oil and carry 
on an orderly development program. 

“Until such legislation is passed, 
this tremendous potential source of 
vitally-needed additional oil and gas 
and entirely new income for the state 
and its people must lie idle. 

“Undiscovered oil is an asset to no 
one.” 

Lending emphasis to this call for 
action is the fact that California has 
just regained $65,939,000 in “tide- 
land” oil revenues that have been im- 
pounded in the state and federal treas- 
uries for the past seven years. 

The question-and-answer type pam- 
phlet carries a foreword by Herbert 
Hoover, Jr., former Union Oil Co. 
director and new Under Secretary of 
State. The pamphlet itself was written 
by Earl M. Welty, Union’s manager 
of press relations. 


Smog Cure Reward 


A “substantial reward” should be 
offered any inventor who figures 
out a way to de-smog automobile ex- 
hausts, proclaimed a resolution unani- 
mously passed by the Los Angeles 
County Board of Supervisors last week. 

Trouble is, the supervisors aren’t 
empowered by law to offer such a re- 
ward. So they passed the recommenda- 


tion along to the Southern California 
Air Pollution Foundation, in hopes 
that the Foundation would ante up. 

The resolution called automobile ex- 
hausts “the principal contributor” to 
smog. 


Atlantic Coast 


By Raymond E. Bjorkback 


Union Perpetuation 


Marketers watching the AFL 
Teamsters’ drive to organize Phila- 
delphia service station employes are 
beginning to wonder, “What’ll the 
Teamsters come up with next?” 

First it was the drive itself, with 
strong-arm overtones and a blanket 
signing of union-recognition contracts 
with a dealer group. 

Then it was the enlistment of shock 
troops from the waterfront, members 
of the AFL Seafarers International 
Union, to spearhead the drive. 

Now it’s a_ union - perpetuation 
clause pressed on Gulf Oil—and few 
expect the Teamsters to stop with 
Gulf in this respect. 

The Gulf situation is this: 

The company is recognizing the 
Teamsters’ Local 596 as bargaining 
agent for 13 salary-operated service 
stations in metropolitan Philadelphia. 
It is doing this as a result of a repre- 
sentation election it sought in order 
to clarify its position after an inde- 
pendent union which had represented 
the employes of the 13 stations dis- 
solved. 

The contract provision demanded 
of Gulf says in effect that, if the com- 
pany should convert any of the sta- 
tions to lessee operation, it may lease 
only to a dealer or dealers who will 
carry on the closed shop arrangement 
with the union. 

Observers suggest that the union, in 
insisting on such clause, reasons 
this way: 

The contract calls for a 40-hour 
work week (in place of the 48-hour 
week that has prevailed). For that 
reason, Gulf is likely to find it un- 
profitable to keep on operating the 
stations itself, and will switch to lessee 
operation. In that event, the union 
could be “out” at some or all of the 
stations if it doesn’t have a perpetua- 
tion clause in the contract. 


The Market Is There 
What the customer looks for at the 
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service station, he finds too seldom. 
And everybody loses. 

For that, the Pennsylvania Petrol- 
eum Assn. had the word of a major- 
company man last week in its fall 
convention at Mount Pocono, Pa. 

The man ought to know. He’s 
Charles W. Bohmer, Jr., New York, 
manager of the retail dealer training 
division of Esso Standard’s marketing 
department. 

What’s more, he had supporting 
data in considerable detail from Ethyl 
Corp. and DuPont surveys of cus- 
tomer buying at service stations. 

The data showed, as he said, “a 
rather bad picture”: “Both the dealer 
and the customer agree on what the 
customer wants; but the customer 
isn’t getting what he wants.” 

The pity of it is, observed Bohmer, 
that the data also shows that the cus- 
tomer will buy more gasoline when 
the services and items he wants are 
offered—or just made available. 

The resultant gallonage increase 
shown by the survey data works out 
to a small percentage figure, Bohmer 
noted. But, he pointed out, if a small 
percentage gain were to be main- 
tained over a year, it could amount 
to a substantial number of extra gal- 
lons for the individual dealer. 

Observations into which this led 
him included: 

—wWe can’t afford to lose business 
we can very easily get. 

—lI feel strongly and sincerely that 
every segment of the industsry should 
be doing everything possible to see 
that the customer gets the things we 
all know he wants. 

—We're going to have to use 
salesmanship, if the country is to 
progress; if we do use salesmanship, 
the whole economy will benefit. 

—I never knew an economy to go 
broke when its people were selling 
and buying, buying and selling. 


Discussion at Esso 


The importance, to a business en- 
terprise, of good human relations, 
especially employe relations, was un- 
derscored the other day in New York. 

Esso Standard got its top directors 
and top managers of all refineries and 
sales divisions together in a company 
auditorium for an all-day discussion 
of its philosophy on employe rela- 
tions. 

It has had many meetings before 
on the subject. But this was the first 
time that members of its top field and 
headquarters management had as- 
sembled for a full-scale conference to 
anaylze, clarify and emphasize the 
principles guiding its employe rela- 
tions activities. 
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Distillate Fuel Prices Rise In East 


Distillate fuel oils, quoted higher along the 
East Coast and the Gulf, provided most of the 
58 activity in refinery and terminal markets 
ast week. 

But other highlights included: 

—Heavy fuel prices up 10¢ at Philadelphia, 
long a surplus spot for residual. 

—Avgas tank car prices cut in amounts to 
0.5¢ at East Coast and Gulf Coast points. 

—Propane prices higher in the Southwest 
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debi Lodge and Tioga (Williston Basin) 
crude posted at $2.50 by Indiana Standard, and 
prices cut 12¢ bbl. by Sohio Petroleum in the 
central states area. 

Esso Standard Oil Co. started the ball rolling on the 
eastern distillate price increases. The company advanced 
its prices for kerosine, No. 2 fuel and Diesel oil in amounts 
up to 0.5¢ gal., and a feature of the change was that 
Esso’s kerosine-No. 2 differential was cut from 1¢ to 0.75¢ 
at wholesale. Esso’s advances were effective Sept. 28 at 
points from New York Harbor to Charleston, Sept. 29 
from New Haven to Portland. 


Esso’s new tank car prices are 10.35¢ for kerosine and 
9.6¢ for No. 2 fuel at New York harbor, Baltimore, New 
Haven, Norfolk and Philadelphia. At New York harbor, 
company’s increase amounted to 0.15¢ for kerosine, after 
withdrawal of 0.25¢ “voluntary allowance,” and 0.4¢ gal. 
for No. 2 fuel. 


Recover From Summer Low—In all, distillate prices 
along the East Coast generally have recovered 0.65¢ gal. 
from their summer low (8.7¢ for barge lots of heating oil 
at New York harbor). At the Gulf, meanwhile, the re- 
covery has amounted to 0.75¢ for No. 2 fuel. 

Between Sept. 28 and Oct. 1, the majority of eastern 
sellers made increases in their prices for distillates, in- 
cluding Cities Service, Shell, Gulf, Sinclair, Socony-Vac- 
uum, Sun Oil, Tide Water, and The Texas Co. 

In Pennsylvania and Delaware, Atlantic Refining Co. 
made a general increase of 0.05¢ in its prices for kerosine 
and 0.3¢ for No. 2 fuel, all levels of supply, effective 
Sept. 29. 

It appeared to be a question of whether Gulf Coast 
and East Coast distillate prices were leap-frogging each 
other. For while the advances were taking place along the 
East Coast, and these presumably reflected the recent in- 
crease from 8¢ to 8.375¢ in Gulf No. 2 cargo prices, 
prices in the Southwest took another hop, to 8.5¢ for No. 
2 fuel. 

Also at the Gulf, kerosine was quoted higher, by 0.25¢, 
at 9¢ for cargo lots. 


Philadelphia Residual Up—Philadelphia was the last 
point along the seaboard to reflect the late-September in- 
creases in residual oil prices (see Sept. 29 NPN, p. 38). 
Last week, when Esso withdrew its 10¢ “voluntary allow- 
ance” on No. 6 fuel along the seaboard, quite a few sup- 
pliers followed suit from New York northward, but held 
off at Philadelphia. 

But when Sun Oil advanced its No. 6 tank car prices 
from $2.15 to $2.25 at Philadelphia on Sept. 28, heavy 
fuel marketers from Baltimore to New York breathed 
easier. For Philadelphia with its large refining capacity is 
now regarded by many in the trade as the “key” to the 
eastern residual situation that otherwise is controlled pretty 
much by imports. 
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Baltimore marketers, for example, said that had the 
Philadelphia No. 6 tank car market remained at $2.15, 
the price would have affected adversely their sales into 
York and Harrisburg, and other points in lower Pennsyl- 
vania. New York harbor sellers said the same about sales 
they were making into Southern New Jersey, including 
the industrial centers of Trenton and Camden. 

Avgas Prices Down—Aviation prices also came in for a 
general change. A major marketer reported reducing his 
tank car prices at all points where he supplies the products, 
effective Oct. 1. Reductions ranged from 0.25¢ for Grade 
80 to 0.5¢ for Grades 91/96 and 100/130. The company’s 
new prices are 17.35¢ for Grade 80, 17.6¢ for 91/96, and 
19.1¢ for 100/130 at New York harbor, Baltimore and 
Norfolk. At Houston and New Orleans, tank car prices for 
the three grades, respectively, are 16.25¢, 16.5¢ and 18¢. 

Perhaps the most controversial move of the week was 
Stanolind Oil Purchasing Co.’s posting of $2.50 bbl. for 
crude produced in the Beaver Lodge and Tioga fields in 
North Dakota. The posting was instituted in conjunction 
with the parent company’s—Indiana Standard—opening of 
its new 30,000 b/d refinery at Mandan, N. Dak. 

Crude Posting Called ‘Discriminatory’—Stanolind’s post- 
ing of $2.50, which compares with $2.90 bbl. for top- 
gravity Mid-Continent crude touched off a charge of “dis- 
crimination” from Amerada Petroleum, large Independent 
producer. 

Amerada’s President A. Jacobsen said: 

“We have confidently expected that with the completion 
of the Mandan refinery, of the crude oil pipe line from 
Tioga to the refinery, and of the products line from Man- 
dan to Moorhead, Minn., the operators and royalty owners 
in the Beaver Lodge and Tioga fields would receive for 
their oil the same price of $2.90 per bbl. which Standard 
Oil Co. and other major purchasers are paying for oil of 
similar quality in the many Mid-Continent and Rocky 
Mountain fields in which they are buyers. In no other field 
of the country with a pipe line outlet, is oil of this quality 
posted at a price as low as $2.50 per bbl. 


Quality Comparable With Other Crudes—‘“The oil pro- 
duced in the Beaver Lodge and Tioga fields admittedly 
compares most favorably, as regards refining qualities, with 
the crude oils for which the price of $2.90 per bbl. is being 
paid in such other fields; it will be transported from the 
field to the refinery through a shorter pipe line and at 
lower costs than similar transportation costs elsewhere; the 
oil will be refined in the newest and most up-to-date re- 
finery in the country; and the refined products will be 
marketed by Standard Oil Co. in the same areas and at the 
same prices as the products derived from crude purchased 
in other fields at $2.90 per bbl., with the higher iransporta- 
tion costs than those applying to the oil produced in the 
Beaver Lodge and Tioga fields. 

“In view of the above facts we fail to see the reason 
for the discrimination of 40/per bbl. against Beaver Lodge 
and Tioga crude. Unfortunately, however, as Standard Oil 
Co. owns the only pipe line outlets from the fields, we 
cannot secure competitive offers for the oil, and for the 
present must accept the unfair and discriminatory price 
posted by Standard Oil Co.” 

What Jacobsen was saying by inference was that Willis- 
ton Basin crudes, in addition to Canadian crudes, are now 
finding markets in the upper Midwest that formerly were 
supplied from the Mid-Continent and the Southwest. This 
is a trend that, as far as Mid-Continent producers are con- 
cerned, will be hard to stop. 
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Gulf Coast 
Distillate Prices Up 0.125¢-0.25¢ 


Kerosine, No. 2 fuel and gas oils came in for price 
increases ranging from 0.125¢ to 0.25¢ at the Gulf last 
week. Trading, meanwhile, continued to feature efforts by 
refiners to move spot gasoline. 

Advances in distillate prices by a number of refiners 
resulted in kerosine quotations at 9¢ on the low of the 
price range and No. 2 fuel at 8.5¢, up 0.25¢ and 0.125¢ 
gal., respectively. 

A major refiner made two jumps in gas oils, up 0.125¢ 
each time, with the result that 43-47 d.i. generally was 
quoted at 8.5¢, 48-52 d.i. at 8.625¢ and 53-57 at 8.75¢. 

Despite the fact that all the price changing was on 
distillates, these products came in for virtually no spot 
cargo trading. A couple of Midwestern barge buyers 
revealed that they were in the negotiation stages on winter 
movements of kerosine and No. 2 fuel, but closings were 
not indicated. 

When it came to trading, refiners mostly were on the 
look-out for new gasoline business, particularly big in- 
tegrated companies which apparently had lots of premium- 
grade for early sale. Two part-cargoes of regular-grade 
reportedly were sold “at the low” (for 87 oct. regular) on 
date of lifting. 

Many traders feel that the next move in Gulf Coast 
pricing may be declines in quotations for high octane 
gasolines. They reason that distillate prices now have 
advanced sufficiently—0.75¢ for some grades—to bring 
out the necessary supplies for winter. That is, they say, if 
price reductions on high octane products made continued 
big yields of gasoline somewhat less attractive than 
recently. 

Premium gasoline prices were unchanged, although 
reports were springing up that “discount” material was 
readily available. The amount of the “shading” generally 
was said to be 0.25¢. 


Atlantic Coast 


‘Summer’ Ends With Distillate Hike 


The summer-filling period, closed out last week on 
Sept. 39, ended with distillate price advances extending 
from Maine to South Carolina, and inland to Buffalo. The 
move featured narrowing of the customary 1¢ differ- 
ential between wholesale prices for kerosine and No. 2 
fuel. 

Esso Standard started the upward price move on distil- 
lates, advancing in amounts up to 0.5¢ gal. at points from 
Portland, Me., to Charleston, S.C. Esso advanced in such 
a way that its kerosine prices wound up 0.75¢ higher than 
No. 2 fuel at the tank car and barge level. At New York, 
for example, Esso advanced its kerosine prices 0.15¢ to 
10.1¢ for barge lots, and increased No. 2 fuel to 9.35¢ 
at the same supply level. 

Other companies generally met Esso, although quite a 
number of them held off until Oct. 1, at which time 
they sent out bills to resellers who had made off-season 
pick-ups of kerosine and No. 2 fuel. 

With higher prices for distillates in the offing, almost 
every reseller along the seaboard placed an order for 
tank car or barge lots to get under the wire on the lower 
prices. If they were late getting their barges to loading 
point, there was a good chance that their supplier “pro- 
tected” them for a day or so to get as much oil into 
secondary channels as possible. 

Timing of the eastern distillate price advances had some 
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in the trade wondering if further moves were still in 
store. Advances along the East Coast took place after 
No. 2 fuel prices at the Gulf rose to 8.375¢. No sooner 
had the East Coast moves been announced than Gulf 
Coast prices took another jump, to 8.5¢. Trade consensus, 
however, was that the latest 0.125¢ hike at the Gulf was 
about offset by a weakening in spot ocean voyage freight 
rates. Gulf-New York trips slipped from USMC minus 
15% to USMC minus 20%. 

Other price developments in the East included a gen- 
eral 10¢ advance—to $2.25 tank cars—in No. 6 fuel 
prices at Philadelphia. And, at Toledo, heavy fuel oil 
prices were up 0.25¢ gal., to 7.25¢ for No. 5 oil and 
6.75¢ for No. 6. 


Chicago District 


‘Bargain Sale’ Gasoline Gone 


Approximately 800,000 gal. of regular-grade gasoline 
at “bargain prices” was taken out of market in Chicago 
District last week in sales that had extended quietly over 
a three-week period. Heavy fuels continued firm. Light 
fuels were steady except where river terminal operators 
appeared to be sniping at one another’s accounts. Sup- 
pliers’ quotations were unchanged for all products. 

Regular gasoline, described as “84-86 oct.,” moved out 
of river terminal storage at 11.125¢, FOB Chicago District, 
in both large and small lots (min. 4,000 gals.) through 
brokers and private brand jobbers. Even though this gaso- 
line was gone, local market was far from buoyant as ter- 
minal operators continued to “quietly shade” prices 0.125¢ 
to keep “shopper” business. 

Most suppliers said light fuels were steady with ap- 
proach of heating season. However, some found it neces- 
sary to “shade” prices in these products to hold business. 
A river terminal operator disclosed he had “shaded” range 
oil 0.45¢ and No. 2 fuel 0.25¢ to hold the business of 
some of his “best customers.” 


Midwestern (Chicago-E. St. Louis Area) 


Gasoline Still ‘Problem’ Product 


Although Midwest refiners indicated general improve- 
ment in branded gasoline sales following jobber margin 
adjustments in Iowa and north along the Great Lakes Pipe 
Line, gasoline still was a “problem” product and would 
remain so, they said the past week, unless its manufacture 
is even more sharply curtailed. 

Positions of light and heavy fuels showed little change. 
Suppliers and jobbers said heating oils were steady. Heavy 
fuels were quiet with refiners still keeping a firm hold on 
inventories. Refiners’ prices generally were unchanged. 

A spot offering of “pipe line” regular-grade gasoline was 
disclosed at Kansas City at 9.875¢, Group 3 basis. At other 
points along the Great Lakes line, offerings ranged from 
0.625¢ to 0.75¢ “off” delivered cost prices. Refiners con- 
tinued to report Group 3 quotations for regular ranging 
from 10.5 to 11¢. 

Pointing up gasoline’s continued easy position was an 
award to Geo. N. Olson Co., Chicago, to supply city of 
Des Moines with 90,000 gal. of regular gasoline, October 
through December, at flat price of 11.44¢, less 1% dis- 
count. Triangle Refineries held the previous three-month 
contract at 11.59¢, net. 

Price range for heavy fuel widened by 5¢ at $1.20 to 
$1.25, Group 3, when one refiner reported quoting latter 
figure for No. 6. Demand for heavy grades of fuel lagged 
because mild weather kept natural gas flowing to industries 
and large space heating customers. 





OIL MARKETS 





Summary of Gasoline Prices (September 28 through October 4) 





Monday 
Oct. 4 

12 .625-14.55 
13.25-13.8 


Motor Gasoline 95 Oct. (Premium): 


N. Tex. (Texas & New Mex. shpt.) 
W. Tex. (Texas & New Mex. shpt.) 


Motor ——t 92 eet Cveustom)s 


iz. 625- ia 
12.75-13 — 
Motor Gasoline 84 Oct. (Regular): 
Okla., Group 8 (Okla. shpt.)................. (6)11-11.25 
Okla., ome 8 (Northern shpt.).... da 10.5-11 .125(2) 
N. Tex. (Texas & New Mex. shpt.). ot 11.5-12.7 
W. Tex. (Texas & New Mex. shpt.)........... 11.6-12.25 


Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt.)................. ene. o-20. 875(2) 
Okla., Group 3 (Northern shpt.).............. 0.25 
N. Tex. (Texas & New Mex. shpt.)........... (2n0. 18-11. 8 
W. Tex. (Texas & New Mex. PA. eeceviccée (2)11.25-11.5 
Motor Gasoline 92 Oct. (Premium): 
Bes fot ke tas 
ew York harbor, 
Philadelphia. 
Motor Gasoline 86 Oct. (Regular): 
fe ee tas 
ew York harbor, 
Philadelphia 
Motor Gasoline: 
Western Penna.. Bradford-Warren: 
92 Oct. (Prem.) 14.75 
13.5-13.9 


18.95 
18.85 
16 .2-16.8 
12.45 
11.75 
18.7-14.3 


18. 75-15 
12.5-13.5 


15.2 
18.45 


Friday 
Oct. 1 


12.625-14 55 
13 .25-13.8 


(3)12-12 512) 
11.5-12 75 
12 625-14.2 
12.75-13 


(6)11-11.25 
10 5-11. 125(2) 
11.5-12.7 
11.6-12.25 


(4)10 25-10 .375(2) 
10-10.25 


(2)10.75-11.8 
(2)11.25-11.5 


13.95 
13.85 
16.2-16.8 
12.45 
11.75 
18.7-14.3 


14.75 

13 .5-13.9 
13.75-15 
12.5-18.5 


15.2 
18.45 


Thursday 
Sept. 30 
8 625-14. ae 
$.25-13.8 


(3)12-12 A(2) 
11.5-12.75 
12 625-14.2 
12.75-13 


(6)11-11.25 
10.5-11 125(2) 
11.5-12 7 
11.5-12.25 


(4)10. 25-10 .875(2) 
10-10 25 


(2.10. 75-11 .8 
(2)11.25-11.5 


18.95 
18.85 
16.2-16.8 
12.45 
11.75 
18.7-14.8 


14.75 
18.5-13.9 
13.75-15 
12,5-13.5 


15.2 
18.45 


Wednesday 
Sept. 29 

12.625-14 55 

13.25-13.8 


ans- a oy’) 


iz. 25-14. 2 
12.75-13 


(6)11-11.25 
10. Pa 11. 125@) & 
11.5-12.7 
11.5-12.25 


(4)10 25-10 .$75(2) 
10-10.25 


(2)10.75-11.8 
(2)11.25-11.5 


13.95 
13.85 

16 .2-16.8 
12.45 
11.75 
18.7-14.3 
14.75 

13 .5-18.9 
18.75-15 


12.6-13.5 


15.2 
18.45 


Tuesday 
Sept. 28 


12. 625-14 .55 
18 .25-13.8 


ane. 259) 


12. 625-14.2 
12.75-18 


(6)11-11.25 
=: 5-11.125(2) 
5-12.7 
th (6-12.25 


(4)10 .25-10 .375(2) 
10-10 .25 


(2)10.75-11.8 
(2)11.25-11.5 


13.95 
13.85 
16 .2-16.8 
12.45 
11.75 
13.7-14.8 


14.75 
18.5-13.9 


18.75-15 
12.5-13.5 


15.2 
18.45 





Mid-Continent 


Residual Fuels Continue Strong 


Residual fuel prices were up 5¢ bbl. in Kansas the past 
week, and product was strong throughout the Mid-Conti- 
nent. 

After refiner reported withdrawal of quotation, No. 6 
fuel was quoted upward in Kansas from $1.30 bbl. Several 
refiners reported open market sales of No. 6 fuel. In 
Oklahoma there was a one-car sale at $1.30 bbl., and a 
30-car sale at $1.35. A Kansas refiner reported selling 5,000 
bbl. of No. 6 at $1.50. 

The majority of refiners described residual fuel market 

s “tight” to “strong,” adding that material was becoming 
increasingly scarce in Open market. 

Buyers continued to show interest in securing burning 
oils for winter supply. Inquiries were numerous, and ship- 
ments at prices from 0.125¢ to 0.5¢ over “low published” 
quotations were reported by two refineries in Oklahoma. 
While shipments against contracts were heavy, open mar- 
ket trading was noticeably light. As was the case with 
residual fuel, most refiners said they were reserving stocks 
for regular customers. 

Several refiners in Kansas and East Texas said their 
gasoline picture was looking better. A Kansas refiner said 
five inches of rain, which fell during latter part of week, 
had stimulated farm activity in his area. Others look for 
recent improvement in some of Texas’ several price wars 
to take some pressure off gasoline. 


Central Michigan 


Special Summer-Fill Prices End 


Special summer-fill prices for light fuels that were con- 
tinued through September in Central Michigan by some 
refiners, came to an end last week. Heavy fuels still were 


58 


subject to “shading” to municipal customers and industrial 
users. Gasoline prices to transport buyers remained sloppy. 
Refiners’ quotations were unchanged for all products. 

Those refiners who had continued their special summer 
prices on light fuels through September, brought them to 
an end Oct. 1. Except where the trade rushed to fill tanks 
prior to this deadline, light fuel demand was slow because 
of mild weather. 

There was no improvement in prices to transport gaso- 
line customers and refiners said they foresaw no early 
change in this market with winter coming on. 

Price “shading” on heavy fuels had one refiner making a 
survey to determine extent of cutting to industrial and 
municipal buyers with thought of lowering his postings 
to bring situation into open. Other refiners said, however, 
that in general heavy fuel market was not “too bad.” 


Western Penna. 


Lube Oil Inquiry Increases 


Although open market sales were comparatively light 
in Western Penna. last week, there were some sizeable 
foreign inquiries for lubricating oils reported in the mar- 
ket. Several refiners increased distillate fuel prices at the 
tank wagon level, and in the Bradford-Warren district, 
tank car prices for the light oils ranged higher. 

Foreign inquiry for “between 600,000 and 700,000 gal.” 
of blended bright stock and neutral oils was in the mar- 
ket but no other details were disclosed. Some smaller in- 
quiries also were reported, the largest of which called for 
55,000 gal. of blended oils for export shipment by end of 
October. 

Some refiners said that regular-jobber calls for lubricat- 
ing oils also were “noticeably heavier” than in early Sep- 
tember, but most agreed that prices for bulk quantities of 
the base stocks were still easy. 

Distillate fuel tank car prices ranged 0.25¢ higher in the 
Bradford-Warren district, as refiners there followed At- 
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Crude Oil Prices 


Sohio Petroleum Co. cuts crude oil postings 
in Illinois-Indiana-Kentucky area and in Michi- 
gan; Stanolind Oil Purchasing Co. changes flat 
price posting in North Dakota to prices on grav- 
ity scale (see P. 56). No other changes reported 
in crude oil prices in week ended Oct. 2. For 
complete crude price schedules, see P. 48-49 of 
Sept. 29 NPN. 











lantic Refining Co.’s Pennsylvania-wide increases. Several 
refiners in other districts hiked tank wagon prices, but 
said they were “still studying the situation” at tank car 
level. 

Reports on gasoline shipments varied. Some refiners said 
volume was down from summer peak, while others said 
continued good motoring weather was keeping jobber tak- 
ings “as high as ever,” Most agreed that product was still 
closely held. 

Crude scale wax and petrolatum prices were firm. There 
were reports of a recent foreign sale of “around 1,000 
tons” of wax, but details were not disclosed. 


More Suppliers Advance Propane 

Contract prices for propane generally were 0.5¢ gal. 
higher in the Southwest late last week, and, at Philadelphia, 
several suppliers notified contract customers of increase to 
7.75¢ scheduled for later in October. 

At Houston, prices for propane ranged from 3¢ to 4¢, 
up 0.5¢ gal. on the low. At Baton Rouge, where prices 
also were up 0.5¢, quotations ranged from 3.125¢ to 
3.625¢. 

At Philadelphia, one supplier reported increase to 7.75¢ 
from 7.25¢ in his tank car price, and another was sched- 
uled to move on Oct. 5. A third reportedly has sent con- 
tract customers 30-day notice that, at latest, would mean 
price boost of 0.5¢ by Oct. 27. 

Open market trading generally was quiet the past week. 
In the Mid-Continent, one producer reported turning down 
a “sizeableorder” for propane at 2.5¢ gal. Group 3 contract 
prices of producers generally were at 3.5¢. 


Midwest Neutrals Continue Decline 


Further sharp decline in stocks of viscous neutral oils 
held by 12 Midwest manufacturers in July was reported by 
the Western Petroleum Refiners Assn. 

Total neutral inventories were down 73,653 bbl., or 
12.6%, with solvent oils down 67,345 bbl., or 13.8% from 
the end of June. 

Inventories of bright stock and other oils increased. 

July Change from Change from 
1954. June 1954 July 1953 
Bright stock 

Total 277,422 

Solvent 192,264 
Viscous neutrals 

Total 586,515 

Solvent 192,265 
Paraffin oils 104,090 
Steam refined stock 27,643 
Blended oils 498,344 


+30,211 
+33,677 


—56,350 
—74,989 


—73,656 
+33,677 
+ 3,386 
+ 1,135 
+40,576 


Des Moines ‘Gas’ Award 


Geo. N. Olsen Co., Chicago, has been awarded con- 
tract to supply city of Des Moines with total of 90,000 
gals. of regular-grade gasoline, October through December, 
at flat price of 11.44¢, less 1% discount. 


+33,627 
—74,989 
— 1,164 
+ 6,465 
+27,535 
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Other bids to city’s invitation, all 1% for 10 days, were: 
Triangle Refineries, 11.49; Standard of Indiana, 11.73; 
The Texas Co., 11.85¢; Sinclair, 12.05¢; Oils Inc., 12.3¢; 
Cities Service, 12.3¢; Shell, 12.65¢. Prices are ex all taxes. 
Triangle holds expiring contract with city at 11.59¢, net. 


Avfuel Inventories Rise 


Increase of 347,000 bbls. in stocks of aviation gasoline 
held by refining companies in July is reported by Bureau 
of Mines. Jet fuel inventories were up 168,000 bbls. 

Bureau also reports 348,000-bbl. decline in lubricating 
oil stocks, and relatively small decline in stocks of pe- 
troleum wax. 

July Change from Change from 
1954 June 1954 July 1953 
Aviation gasoline: 

100 oct. & above 5,472 171 + 219 

Other grades 5,512 176 +1,249 

Total avgas 10,984 347 +1,468 
Jet fuel 3,016 168 (a) 
Lubricating oil 9,251 348 — 628 


Petroleum wax: 
Microcrystalline 
Fully refined 


28,560 —3,920 
66,360 +2,240 
Other grades 72,240 +1,680 
Total wax 167,160 —3,360 


(a) Inventory figures not available. 


+2,800 
+10,640 
+12,880 
+26,320 


Edmonton Ferndale P.L. Tariff Set 


Trans Mountain Oil Pipe Line Co. has announced 
tariff (ICC No. 1) of 47¢ per bbl. of 42 US. gals. for 
movement of crude oil from Edmonton, Alta., to Fern- 
dale, Wash., effective Oct. 1, 1954. Tariff does not include 
gathering service, and all rates and charges are payable 
in Canadian currency. 

Ferndale, about 15 miles from Canadian border, is site 
of General Petroleum’s new 35,000 b/d refinery now 
nearing completion. 


Lower Tanker Rates Cut Tapline Flow 


Importance of American-owned Trans-Arabian Pipe 
Line, which began operations in 1950 at a time when 
tanker rates were high, has slipped considerably in world 
oil picture. 

According to Tapline figures, an average of only 282,- 
902 b/d of oil has been lifted from Sidon terminal since 
Jan. 1 this year as compared to 1953 average of 312,824 
b/d, a decline of 9.6%. 

Big drop in tanker rates is blamed. Available tanker 
space has been increasing steadily, both in number and 
size of tankers. 





NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
Oct. 4 16.09 12.15 
Month Ago 16.27 12.15 
Year Ago 16.48 12.70 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 














lease in effect October 4 at Refineries and Terminals 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 
92 Oct. ane-t. .5(2) 


84 Oct. 1.25 
(4)10. 25-10 . 375 (2) 


Okla., Group 3 (Northern shpt.) 
11.5-12.75 
10.5-11.125(2) 

below...scee-- 10-10. 25 


N. TEX. (Texas & New Mex. shpt.) 

Pe 12.625-14.55 
12.625-14.2 
, 11.5-12.7 
& (2)10.75-11.8 
(Texas & New Mex. shpt.) 


13 .25-13.8 

12.75-18 

11.5-12.25 
(2)11.25-11.5 


ruck transport lots) 
13.5-13.75 
13 


. — 11.6-12.265 
(2)11-11 125 


CENT. W. TEX. (Truck transport lots) 


5 BF 
i 


SESRF SERR 4 SES 


RERR RRR 


KANSAS (For Kansas destination only) 

92 Oct. Prem........... 

60 Oct. M & below. 

WESTERN PENNA. 

Bradford- Sapo t 
». 14.75 

13.5-13.9 

Oil City: 

92 Oct. Prem... .. 

86 Oct. Reg... 

Pittsburgh: 

92 Oct. Prem... . 15.2 

86 Oct. Reg... 18.46 


Siesta of 8.0. Ohio for delivery to 
Ohio pee: 


13 .75-15 
12.5-18.6 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


92 Oct. Prem... (4)14.5-14.75(2) 
86 Oct. Reg. 13 .25-13.75 


Prices herewith are reproduced from Platt’s 
Price Service, associated with National Petroleum News, 


CALIFORNIA 

Los Angeles 
13 .85-18.1 
12.1-15 .6(2) 


17.85-18.6 
15 .85-16.1 


Kerosine, Gas & Fuel Oils 
OKLA., Group 3 (Okla. shpt.) 


* (2)8.25-9. 125 
$1 .20-i.70 


OKLA., Group 3 (Northern shpt.) 
eae 125-9. a 


MIDWESTERN (Group 3 basis) 
4)9 . 125-9 .375(2) 


N. TEX. a & New Mex. mp a4 
42-44 9.2-10 
58 & above D.i. Diesel.... (2)9-9.75 
No. 6 fuel $1.25-1.60 


E. — — ruck transport lots) 
eer Perrr er - GR. ay 3a) 
58 & above D.I. Diesel . 5-9.7 

No. 6 $1: on. 3 


CENT. W. TEX. (Truck transport lot«) 
42-44 w 

58 & ahene D.L Diesel 

No. 2 fuel.... 

are . 


KANSAS (For Kansas destinations only) 
eg - OR. 375-9 .5 
62 & below D.I1. Diesel. ims 
58 & above D.I. Diesel. 

ap. - 135-9, . = 


x(2)$1.30-1.50 


OILGRAM a Oil distribution or 


ARK. (For shipment to Ark. & La. 


3-10. 5(2) 
-1-10.25(2) 
1 


CENTRAL MICHIGAN 

(FOB Central Michigan refineries) 
12.3-12.8 
12 65-13.1 
12.3-12.8 
11.3-11.8(2) 
9-10 
7 25-8.25(2) 

(2)7-7 .5(38) 


OHIO—Quotations of 8.0. Ohio for delivery tw 
Ohio points: 


No. 2 fuel 


CALIFORNIA 
San — Dist.: 


40-43 w 
Heavy fuel (PS s) 
Light fuel ys F 300 
Diesel fuel (PS 200) -13. 
Stove dist. (PS 100) 13.7-14.8 


Los — Dist.: 


GDGBD DMoncccccoscrccese (2)13 .8-14.3 
Heavy fuel (PS . 
Light fuel (PS 300 

Diesel fuel (PS 200) 

Stove dist. (PS 100) 


ry Rehhold periods of short supply, some sellers 


~ and at times withhold quotations to new customers or the 
resentatives in all NPN-OILGRAM offices devote their time HF vely posting of RY prices but give OILG 


RAM the prices they otherwise 


to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
mess day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying b 
barges or cargoes or truck transport lots only, so designated; FOB 
fineries or terminals; in cents per gal., except bbl. where $ sign "b 

own; wax and trolatums in cents per pound, ex all fees and taxes; 
for crude oil and its B iy-+y} lawfully produced and transported; re- 
ported as received bv O/'1.GRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM otor Method. For further details of price conditions spel 
to any NPN-OILGRAM office or see back of any OJLGRAM ce 
Service invoice. 


For complete price service delivered ~ | from nearest OILGRAM 


Fay) office, New York, Chicago and Houston, address Pilatt’s 
OILGRAM Price Seryiew, 330 W. 42nd St., New York 36, N. Y. Annua! 


Subscription rate in U. : $150 per year, ’ payable in advance. 





A 
_— 


ATLANTA, GA. 





1401 PEACHTREE STREET 


CARGOES & TANKERS 
at Texas City Refinery 


TRANSPORTS & TANKCARS 
at Terminals in the South 


PITTSBURGH, PA. 
BENEDUM-TREES BUILDING 


TEXAS CITY, TEXAS 
REFINERY 
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Natural Gasoline 
(Group 8 & Breckenridge 
on freight basis shown eee Shipments may 


te in Mid 
-¥) any -Continent manufacturing Bricht Stock—Vis. at 210° 


i : 
FOB GROUP 3 — > 0-10 pour test, 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 


18-19(4) 
(Sales) 

Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 
14-15(8) 
14.5-15.75(8) 
15-16 .25(38) 
16-17.5 


FOB BRECKENRIDGE 


ee 4.5 (Quotations) 


Lubricating Oils 


WESTERN PENNA. 


Prices are for sales made, or offers reliably re- 
ported, to jobbers & 8 only. 

Viscous Neutrale—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 


SOUTH TEXAS LUBES 


(Vis. at 100° F.. FOB S. Tex. refineries for do- 
mestic and/or export shipment.) 





PALE OILS: 
Vie. 
12.25 (6) 


—— vis. at te No. 8 col. 
15 pt 

p.t.. 
86 p.t.... 


Cylinder Stocks 


(6)14.5-15 12 .25(5) 


13. 75(6) 


(2)10-11 

(2)11-12 

(2)12.5-13.5 
14(8) 


MID-CONTINENT LUBES 


FOB Tulsa basis, for dome tic shipments only. 


—— Stocks, vis. at 210° neutral vis. at 100°, Petrolatums 


WESTERN PENNA. 


(Bbis., carloads; tank car, 1 to 1.5c less) 
Snow white (2)7 . 125-7 
(2)6 . 75-7 ‘it6@) 
Lily white (26 625-7 

6. 125-6. 752) 


(2\5 .25-65 .75 
Light amber. 


Naphthas & Solvents 


FOB Group 3) 
12.375(4) 
12 .875(2) 
12 .875(3) 
11.875(4) 
12. 875/2) 
(2)13 . 125-13 .375 
(2)14.125-14.625 


Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 
96 vt 


(3)16-16 .5(8) 
(3)16 .25-16 .75(3) 
(3)16 . 75-17 .25(2) 


See your regular Supply House. 
174 Green Street 


id] ‘ty SCULLY SIGNAL COMPANY jadioSa nant 
Canadian Licensee: EMPIRE BRASS MFG. CO, LID, Toronto, Ontario 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York Bactor 
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OHTO— Quotations of 8.0. Ohio for delivery Obie 
points: 

V.M.&P. naphtha........ 18.0 

——_ coe & 


E. TEXAS (Truck trnept. lots) 
Stoddard solvent......... 12.25 


CENT. W. TEX. (Truck transpt. lot« 
KANSAS (For Kans. Dest'n. only) 


ATLANTIC COAST 

V.M.4P. Mineral 

Naphtha Spirits 
New York Harbor 18(4) 17(5) 
Philadelphia 17.6(4) 6 -en} 
Baltimore........ : 16.514 
Boston ‘ 18 .5(4) 17.6(6) 
Providence 19 & 17. 5(5) 





an increased quota of SALES 

ROFITS this season with quality 

Pure Pennsylvania lubricating 
olls. They give you a greater margin 
of ger = find immediate —_ 
ance with your customers know 
thot “Today's BEST Oils Beein With 
Nature’s BEST Crude.” 


Prices of our neutrals, bright stocks, 
cylinder oils and finished motor oils, 
meeting all new AP! service classifice- 
tions, are most competitive. We protect 
ou against sudden market fluctuations. 

e ship in bulk, in drums, in cans, or 
fill your own containers at several 

points in the country, saving you labor, 
ona, freight and double-handling costs. 


Set — sights h oten home 
oe BI bag of sites" and OFITs 
this ton jf ad winter by writing, wiring 
or a us your requirements, NOW! 
We'll se samples, prices and com- 
owe =| poe mde wm detaiis by return 
mail 


MOTOR OILS 
NEUTRALS 


e BRIGHT STOCKS 
e CYLINDER OILS 
e WAXES 


REFINING COMPANY 


Charleston 24, W. Va. 
Refiners of Highest Quality Pennsylvania Grade 
Petroleum P.G.C.0.A. Permit No. 25 
FOUNDED 1912 





PRICES in effect October 4 at Refineries and Terminals—Cont. 
LP-Gas Prices Atlantic & Gulf Coasts 


Producers’ contract prices for propane, tank cars. Prices are of refiners, FOB their refineries, tanker terminals and of tanker terminal operators 
x8 FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


- 92 Oct. 86 Oct. Gas 
(2)7.25-7. 75x 6 Oo pean 
District Geostine No. 1 Fuel No. 2 Fuel 
N. Y. Harbor... z 12. 45 x10.85(20) x9. 6(18) 
do barges... . 13.85 11 x10. 
x3. 125-3 .625(2) y : 14. “Bet x10.65(9) x9. 
8.5(2) 16.2 12.8-13.5 10.35(9) 19 
8.625(3) do barges. ... 1046) x9. 
* (2)14/8-16.9(2) 13.8-14.4(8) _ x10.45(15) 
Wax leston 14.8-15.45(2) 12.8-12.95(2) x10.45(6) 
13.5(2) 11.5-12.5 
WESTERN PENNA. (T. C. in bulk) . . 12.25(8) wa 


White Crude Scale: ek 14.6-14.9(6) 18.1 1-13.4(7) 11.8(11) 


Miami 11:8 
124-126 A.m.p............ (2)5 25-5 .65 14,603) 13°1(8) . 40°90) 


SEAB Rye 18.2 10.104) 
OARD do barges.... j 2 9.125, 
* higher than i4.5~i6.3 x10_35(7) 
rh eF- Domest 14.7(2) 3. 11.1(2) 
Philadelphia... 16 2-16.8 1-14. x10. 35(10) 9 (19) 
: *118(5) 10(8) 
x10.55(9) x9 .8(9) 
x10.45(9) x97(9) 
Crude Scale: N.Y. Domestio N. Y. Export (2)14.6-14.9(8) 13-18.4(5) 11.8(7) 10(6) 
124-126 white.... 7.10(2) — (4)6.6-6.75 = 14.8-14.814) 12.8-i8.8(6) 11.78) 10(4) 
N.C 


18 .9-15 .86(2) 12.85-12.85(2) x10 .45(7) x9 .8(7) 

















Fully Refined: 
128-5....  7.95-8.45 8-8 .25 
125-7... 8 .45(8) (2)8-8 45 
128-30... : (2)8-8 .45 
180-82... (2)8-8 45 
188-5.... J (2)8-8 .55 
185-7... ; ‘ 8. 25-8 .55(2) 

Diesel Oil Light Diesel 
188-40... . 8.25-8 .55(2) Shore Plants Ships’ Bunkers ~;~~ 
148-5... : 8. 25-8 .55(2) No. 4 Fuel (50 ct., 55 d.i.) (45 et.. 45 d.i.) sine nkers 
149-61... . N. Y. Harbor. . (11)$3.16-3.72 : x10(7) x$4.05(4) x$3.80(4) 

do b -ee+ (11)8.18-8.62 
3.78 x10.3(5) 
x10(5) 


Chicago District Prices 
Prices to jobbers & distributors in tank car 





n 
and/or truck transport lots FOB refineries, x9 .9(2 x4.01(2) 
pipe line terminals and inland waterway barge Houston 9(2) Ba] 
terminals. bees > 4:20) 





Motor Gasoline 








(3.10. 75-11.8 
(3)9 . 75-10 .25 (2) 








Heavy Fuel Oils 

No. 5, low sulfur 6 .95~7 .25 
No. 5, high sulfur (2)6 .9-7.15(2) 
No. 6, low sulfur 6.1-6.25(2) 
No. 6, high sulfur......... (8)5.9-6.15(2) 


Mexican Bunker Prices No. 6 Fuel 
No. 6 Fuel No Sulfur No. 6 Fuel Max. 1% 
U. 8. DOLLARS PER BBL, OF 159 LITERS No Sulfur Guarantee Max. 1% Sulfur 


- Bunker c= by ai Guarantee Barges Sulfur 


(Ships Bunkers) N. Y. Harbor... (8)$2.25-2.28(11) $2.25(15) (2)$2.35-2.43  (2)$2.35-2.40 
Mexican Gulf 


Tampice......... $1.95 $3.75 
1.95 





r 8.75 
rrr wT" Per rS Pacific Coast ~~~ ™ 
Guaymas y $5.65 
Manzanillo....... .60 4.75 
Salina Cruz ’ 4.75 














Pacific Coast Pensacols 
Philadelphia... . 


(In Ships’ Diesel Bunker C Pt. Everglades. . 
Bunkers, or Fuel ~ Fuel 29 
cep Tank Lots) (P.S. 200) © (P.S. 490) ’ , : 2.26(3) 
San Pedro, Calif... $4.20(5)}] @—Rs1.80(5) 2.23(5) -20(4 2.20(5) 
San Francisco... . 4.41(4) 1.85(4) 2.15(4) ° 2.13(5) 


Portland, Ore... .. 4.62(4) 2.10(4) ‘ote—At Atlantic Coast pointe from Reltimere south and at Tampa, prices of some sellers 
Seattle, Wash... .. 4.62(4) 2.1414) for distillate fuels to bulk ial are 0.16¢ higher than prices shown above. 


boron be 
sien 
woo 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbls., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
Price indicates the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 
Grade 115/145 19.75(2) he 

Grade 100/130 18 25(3) 41-43 = Kero, . 

Grade 91/96 17.25(2) No.2 Fue 


jet vos GasE-P-5888) 
Grade J 9.25-9.75 Diesel & Gas Oils 
Motor Gasoline 43-47 Diesel Index 


95 Oct. Prem. 48-52 Diesel Index x8 .625(4) 
i2(8)-12 25(2)-12.5-19-13 25-18. 7 part ie ers 
Tem... asa 


Heavy Fuel —Cargoes 


o 75(2)- 9 875-10. No. 5 Fuel, 0-10 p.t.... . .$2.60(2) 
9.5-9.75(2) Bunker “C” Fuel.......$1 85(7 1. 90-1.95-2.00 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasolines meet specification 
MIL-F-5572, unless otherwise noted.) 

District Grade 100/130 Grade 91 /%6 Grade 80 

New York, N. Y..... ee a .1-19.6 x17. x17 

— 2 x17 x17 

1 x17 x17 

sneaeee 1 x17.6 x17 

- &. os x17.£ x17 

New ew Orleans. L La. (Baton Rouge) x16.£ x16 


Let x16 .£ x16 .25 
Toledo, sled. Ohio + 17 17.65 


lake Port Terminals 


Cleveland Detroit Toledo 
92 Oct. Premium... 


x11 .65(5) owen 11.85 11.7 
x11.3(3) come 11.75-12.05 10 85 
; eens (2)11.76-11.9(2) 11.46(2) 
x10.9(5) nome (2)10.75-10.9(2) 10 45(2) 
7.6(3) x7 .25-7 .5(2) 
6 .85(3) x6 .75-7(2) 
(a) Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company's requirements; 
Ze per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made in fields, 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less le per bbl. 
Crude Gravity API Price (Bbl.) FOB Effective Date 

$1.76 La Piedras or Amuay 6-23-53 
13 smeey 6-23-53 
edras or Amuay 1- 1-54 
Amuay 
Amuay 
Amua: 
Las Piedras or Amuay 


fe) 
Puerto La Cruz 


perrers 
peEbEEE 
SSSSSSSeeeeeR 


~BBB8 


CowSOCOOLOYOOS 
r= 00 00 00 00 00 69 6800. 0000 00 + FO 
SERSRSRSSSTES 


“PPL ETE 


pi 
Capure (Pedernales) 


Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any: FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 

Persian Gulf 
Crude Company Gravity Price Loading Port Effective Date 
Arabian Esso Export 9 Ras Tanura, Saudi Arabia 7-27-53 
Arabian M. E. Crude Sales Ras Tanura, Saudi Arabia 7-21-53 
Arabian Soc.-Vac. Overseas Supply Ras Tanura, Saudi Arabia 
Basrah Esso Export Fao, Iraq 
Iraq Anglo-Iranian Fao, Iraq 
Iraq = Petroleum Fao, Iraq 
Iraq Soc.-Vac. Overseas Supply Fao, Iraq 
Kuwait .<—— Mina-al-Ahmadi, Kuwait 
Kuwait f Exploration Mina-al-Ahmadi, Kuwait 
Qatar Seatetieaten Umm Said, Qatar 

jatar Easo Ex Umm Said, Qatar 

atar Shell Petroleum Umm Said, Qatar 
Qatar Soc.-Vac. Overseas Supply Umm Said, Qatar 7-24-53 


A 
es 
ccs 
Nw 


SRSSHRSESES 


ed 


eTrranc¢can 

39 Sidon, Lebanon 7-17-68 
Sidon, Lebanon 7-21-53 
Sidon, Lebanon 

Tripoli, Lebanon /Banias, Syria 

Tripoli, Lebanon /Ranias, Syria 

Tripoli, Lebanon /Banias, Syria 

Tripoli, Lebanon /Banias, Syria 


Arabian Esso Export 

Arabian M. E. Crude Sales 

Arabian Soc.-Vac. Overseas Supply 

Iraq Anglo-Iranian 

Iraq Esso Export 

Iraq Shell Petroleum 

Iraq Soc.-Vac. Overseas Supply 36-36 


Woewoowww zw woewcoewowowwowwovoe 
WPM NNNN S VWNONNK Ree eee 


60 29 00 00 09 
SSSSsu 


Far East Crude Prices 


Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated 
Crude Company Gravity API Price FOB Effective Date 
Seria Light Sarawak Oilfields 1 td. 37-88 $2.60 Lutong, Sarawak 4-1-6564 
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Paragon 


30 £. 40 $t., N.Y.C. EV 8-4100 








of Uniform High Quality 
for TANK CAR BUYERS 


eter ROCK Oil CORPORA 


w 








PATENT CHEMICALS 


tL Me 





PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
630 FIFTH AVENUE, NEW YORK 20. WY 





Want to 
SAVE TIME?— 


of course you do .. . for time is 
money. So whenever you want to 
make quick, effective contact with 
men in active management in the Pe- 
troleum Industry use the “CLASSI- 
FIED” section in NATIONAL PETRO- 
LEUM NEWS. 


“CLASSIFIED” can help you with 
your wants and needs; personne! or 
a position; a business service or a 
business for sale. 


For further informaton write “CLASSI- 
FIED,” c/o NATIONAL PETROLEUM 
NEWS, 330 W. 42nd St., New York 
36, N.Y. 














PRICES in effect October 4—Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include Inspection fees per gal., included in both gasoline and kerosine prices 
inspection fees as shown in ne. xt column. Gasoline taxes, shown in im separate ae specified, are as follows: 

column, include 2¢ federal eo state taxes; also city and county taxes ae. on cosines Ark. 1/20c; Fla. 1/8¢; TU. Ae | jul. 2/25¢; 
as indicated in footnotes. Kerosine tank wagon prices also do not include Kans. 1/i08e; La. 1 (326; ——. 5/200c; Mo. 1/28e; Neb. 2/100c. » fae 
taxes; kerosine taxes where levied are indscated in_ footnotes. Discounts, 1/20c; N. C. 1/4c; e ; Okla. 2/25¢; S + 1/8¢; z. D. 1/40c; 
tf any, ave shown in footnotes. These — “ 5 efiect October 4, 1954, 


ce pessed dy grtncipal marketing companies a 
but subject to later correction. 


Atlantic 


Atlantic 
> ine Kero. & 
(Regular Grade) No.1 Ne.2 
Dir. Fuel Fue 
T.W. T.W. Taxes T.W. Ww. 


55 6 
aA 95 
a 95 
1 95 
55 6 
95 
1 
-55 
85 


a4 








co & & Seeseeooeooso Se & SeoSeoeoooSe 
Daan a0: - 


co eK mh Bw OwoOwDaaDeoS ae 3 ACAKeALH 
© CD © MAAMA*AAeROasra am A ARIIAIAIA 


+16. 
49 


va 
i) 


Mineral Spirits V.M.&P. 
T.W. T.W. 
19.5 
23.0 


Premium-grade gasoline t.w. 
above regular, exeept 

Kerosine—Thru Pa. & Del., add le per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—Add le for deliveries of 100-299 
gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stoddard 

ven 


Effective dates: +Sept.22; "Sept. 23; *Sept. 25; 
“Sept. 23; xSept. 29. " - 


(N. B. Prices are Continental’s 
Cont’! tank-wagon prices. Current selling 
oil prices may vary from those shown 
because of local conditions). 
Conoco Demand 
N-etane (3rd Gaso- Kero- 
( lar) Grade) line sine 
ank Wagon Taxes 


Muskogee, Okla. 
Oklahoma City. 


> DDO WOAAA! 

CWOCSCACMEMONOCCAANH 
© 00 G0 %© 00 G0 G0 ~3 G0 G0 G0 G0 G0 G0 Oo Ge GO 
unnoanmoococoooooooo 
rH CDM ONOBDMDDOWNOME. 


Taxes: 


Gasoline tax column includes these city tax- 
es: Albuquerque & Roswell, 0.5¢c; Santa Fe, 
lc; Cheyenne, 1c; Casper, lc. 


iscounts: 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-299 gals., deduct 0.5c; 400 gals. 
and over, deduct Ic. 

Notes: 

T. W. prices are to consumers and dealers. 

Premium-grade gasoline t.w. prices 2.3¢ 
above regular. 


64 


heir headquarters’ offices, 


CHEVRON 
Standard of prin) Ay 80/81 Cason 


California yh iheve 


Foo Taxes 
8.0 


PRSESENSEREESS o 
WON IWO OH Oem OID 
conmooaamamonmoooe 


Standard 





WOAIMMAARARDWORED 


Boise—8ec gas tax applies to motor fuel only; 

av: taxes are 2c federal, 2.5c state. 
It Lake—T7ec gas tax applies to motor fuel 

only; avgas taxes are 2c federal, 4c state. 

Henolulu—8.5c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 3.5c terri- 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross a tax of 1% to 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevro 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals; 


Marine trade in Alaska (excluding 
Aviation 80/87) where 0.5¢ differential applies 
to 40-899 gal. delivery; for less than 40 gals. 
add 5.0c gal.; except at Honololu add 5.0c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Boise and Salt 
Lake, which are 2.0c gal. higher—than Chev- 
ron (Regular) for quantity delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
6.0e gal for less than 40 gals. (Marine) and 
less than 100 gals. (Shoreside). Add to Chev- 
ron Aviation 80/87 quantity delivered prices, 
2.0c for 91/98, 5.0c for 100/130 and 8.0c for 
115/145. 

Kerosine—T.T. prices apply to deliveries of 
400 gals. & over. For other deliveries: less than 
40 gals., add lle; 200-399 gals., add 3c; 40-199 
gal. add 6c; tank car/truck trailer; deduct 


‘Standard Diesel/Furnace Oi] & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; 
than 40 gals., add 5c. 


* Standard No. 2 Burner Oil. 


Humble 

Humble Gasoline Gaso-  Kerosine 

Oil Regular line Tank Re- 
-W. Retail bo oo tail 

Dallas, Tex... 14.8 20.1 6.0 18.8 175 

Ft. Worth.... 14.8* 11.9 ‘ ‘ 17.5 
14.7 : ¥ 17.5 

San Antonio.. 15.0 20.3 é 17.5 


Notes: 
T.W. prices are to all classes of dealers and 
consumers. 


Premium-grade gasoline t.w. prices 2c above 
regular. 


*Price of 7.9¢ in effect to contract dealers only. 


NATIONAL 


T 2/Sc; and ios, 371006. 
ean. 2/Se; inspection y teas only; Ala. 1/2c; Iowa 1/50c; Mich. 1/5Sc. 


Fano Gasoline 
(Regular Grade) 
Casoline 
Con Dir. 
T.W. Taxes 


Esso 
Standard 


Atlantic City, N.J... 15. 
Newark 15 


ccocoecooso 





e PH 

n0050100 20S 40s IN sew SOneesen © Ft 
r ; 
nooc@ecoooooooosooooosoosso 


DOOOOOGOO OOO OOOO OOOO ~3 ~3 ~3 ~3 0 WO WWM 


Naphthas T.W. & Steel Bbie. 

Newark, N. J. Min. Spirits V.M. & P. 
8600 gals. & over 8. 19.5 
0 25.5 


FUEL OILS—T.W. 

No.1 No.2 No.4 No.6 
Atlantic City, N.J..x13.85 x13. ss aires annie 
Newark x13.85 x13 $3 684 $2.886 
Baltimore, Md..... .... 13.15 x4.07 2.86 

D.C x13.55 x4.20 $2.75 
ee 14 nee eses 
x13. 





2O 60 S ONO = COON COED Oe 


Taxes: Louisiana kerosine getess eo ast ~ 
clude lc state tax. 
Notes: Kerosine No. 1—Atlantic City prices 
are for deliveries of 300 gals. or more; add le 
for 100-299 gals., 2c for less than 100 ‘gals. 
No. 6—Washington price is for min. Sak 
of 1,060 gals.; for min. delivery of 2,500 
price is $2.83 per bbl. 
Premium-grade gasoline t.w. 
above regular. 
xEffective Sept. 28. 


prices 2.5¢ 


(Prices are per imperial 
Imperial arrive at price per 
Oil subtract 1/6th.) 
(Enno Gasoline 
Regular Grade) 
Dealer Gasoline 


H 


a 
# 


St. John’s, Nfid 
Halifax, N.S... 


EIIKKKKESS 
1 bm to aor po tw RORD 


J 
3 


aoeoe 
wad O10 W8 
REN 


cocoooooosoooso 


Edmonton, Alta.. 
Vancouver, B. C.. 24 
Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2.5¢ 
above regular. 

* Price is for Premium-grade. 
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Refueling a Pan American Clipper at Idlewild Airport, New York. 
Truck-mounted Purolator Bulk Fuel Filters, of 300 g.p.m. capacity, 
prevent impurities from entering the plane’s fuel system. 


Preferred... 


for that important ounce of prevention— 


PurOlator Bulk Fuel Filters 


Purolator* Bulk Fuel Filters— both truck- Truck-mounted 
mounted and terminal types—are meet- Purolator Bulk Fuel 
ing industry’s most exacting specifications for Filters in use at Wash- 


dependability, fineness of filtration, and ease ington National Airport, 
of servicing. Washington, D. C. 


Purolator Micronic* elements remove par- 
ticles as small as .0000039 inch; have a filtering 
area and dirt storage capacity of up to 10 times 
greater than old-style filters. They are also 
designed to remove 99% free and entrained 
water. 

Standard Purolator filters are available with 
flow rates of 15 to 1500 g.p.m.—for both 
large-capacity fixed and mobile installations. 
Purolator’s engineering department will gladly 
help you solve your special filtration problems. 


Write for the newest Purolator Bulk Filtration 
Catalog. *Reg. U. 8. Pat. Off. PUR. )F-\e)>] 
PUROLATOR PRODUCTS, INC. 


Rahway, New Prenat binge A Canada We ORLDS al NEST Ok Fire re 


Factory Branch Offices: Chicago, Detroit, Los Angeles 
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PRICES in effect October 4-—Tank Wagon—Cont. 


Secony Vacuum 


Mobilgas Air: 

Grade Grade Gs =... Mobilgas (Regular Grade) 
Gasoline 80 100 «6Cons. Dir. Cons. DI Mobil Kerosine Diesel io. 
Taxes T.W. TW. T.7. TC. T.C. T.W Ww. TC Yard T.W. TC. T.W. T.C. 


as 


sooo. WA, aoe. SR 
x10.65 
55 


am 
<< 


“x x 
oo 


. © . 

lames: aane: neewm wa’: 
; Pererr 
' 2888s 


“xx 
eee 
‘oo 
A) 


- 
br a 
(+ « 
a 


x10.6 
x10.45 .... 
x11.95 x11. 
ecoe x12. 


Dn wewoHM WDD CH wWUHISSOMOmDDDO 


BBM AFoI 9-3 -J HAD ARHRAAHRAAVDAAAAAAA’ 
eooooooooosooosoooSoSooSSSSO 


' =x 
© 


v. M. La pmmte 
ya 2% city sales tax, applicable to pri gasoline (ex 
City (al Boroughe and Me SS aaa a a Sew mar 


or more. 
) and Mt. Vi tank wagon less 0.5¢ for deliveries of 300 gal. or more. 
r prices, all other T.C. prices are FOB bulk terminals. 





Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular G: Naphtha & Solven 
io Sohio Sohio Con- R S.R D.C. V.M.&aP. 
Avia. sumer Sol. Naph- Naph- Varno- 
100 T.W. tha tha lene 


yy 
ige" 


sweep ee: 
HONE NNN Een ene 
SUEEEEEEEEES 
eccooooooooosesoso 
SUMBEEEEEEEEE 
ccooooooscooooso 
SURBBREREER 
eccoooooooooooso 
EUSSCEEERRRRE 
ecocooooooooeoso 


.0 
0 
7.0 
7.0 
7.0 
7.0 
7.0 
7.0 
7.0 
7.0 
7.0 


t 24. . . x » 
ean purchase aviation gasoline less 4c ie peace rere ee Se Raraeney ree 260 & austen 
ode a: Bohio Avi yr hd contract to hangar operators ot alien, 2c off consumer t. 
Notes: Kerosine, Nos. 1 and 2 Fuele—Prices are for 100 gals. or more, 50 to 99 gals. add le oar -» 1-49 gals. add 2c 
Naphthas & Sclvents—T.W. and drum prices are for deliveries of 500 gals. or more. For ot er deliveries: 1 150-499 ga ge add 2c; less than 150 gals., add 5c. 
je gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated stations. 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN ee who visited Standard of In- 
Mlana bulk be wae = Fn ae prices are publicly posted. a on 
urnace 


Crown _—$—<$<$<——— 
nae Grade) Gaso- Kero- 100 oom 100- 175- 350 850 Kentucky 
Cons. Dir, line 1-99 = gals. 175 349 849 gals. gals. St d d 
-W. T.W. Taxes T.W. gals. &over gals. gals. gals. & over & over anaar 
Chicago, Tl! : J 7.0 oaes — daca obese 
South Bend, pas. 4 0 * 
Detroit, Mich.. 





Cte a wanonn- 


Taxes 
y 


AAAIGARAIARA 
eccooocoon 

CANMOMROW~ASH 
+ wee Ome: mo: 


Ere 


=o 


Fuel Oils—T.W.—Chicago, Tl. Fire-Chief Gasoline 

Standard St (Regular Grade) Kerosine 

Heater Oil ae ou Dealer Gasoline Dealer 
15.3 T. Taxes T.W. 





1-99 gals..... 
100-149 gals. . 


~ 


@cooooeoooooooooS 


14.3 
18.8 
- Gasoline tax column includes these city & 
county taxes: Mobile, 3c city; a. le 
county; Montgomery, le city & le county; 
Pensacola, lc city. Other taxes not included in 
prices: Georgia, kerosine, 1c; Montgomery, 
Tones St. Loute, Mo. gasoline tax includes le kerosine, 1c; Mississippi, kerosine 0.5c. 
. oines, la., kerosine an rnace Notes: Dealer t.w. prices epply also to all 
ofl prices do not inelude 6c state tax. State classes of consumers with minimum delivery Notes: 
Qe ny FR & use taxes to be of 50 gals. Premium-grade gasoline t.w. prices 2e above 
re ere cop cable. Premium-grade gasoline t.w. prices 2c above regular. 
“Temporary” price. regular. Cons. t.w. prices same as net dealer prices 


Stanolex 


8.0 
7.25 


name © 
~onowonocone 4 
AARRAAARRAAH 
cooooooooosoo 
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CLASSIFIED 





UNDISPLAYED RATE 


$1.50 a line. Minimum 3 lines. To figure ad- 
vonce payment count 5 average words as a 
line. (see { on Box Numbers.) 

POSITION WANTED. Undisplayed rate is one 
half of above rate, payable in advance. 
PROPOSALS, $1.50 cents a line an insertion. 





INFORMATION: 
BOX NUMBERS count one additional line in 
undisplayed ads. 
DISCOUNT OF 10% if full poyment is made 
in advance for four consecutive insertions of 
undisplayed ads (not including proposals). 


DISPLAYED RATE 
The advertising rate is $14.50 per inch for oll 
advertising appearing on other than o con- 
tract bosis. Contract rotes quoted on request 
AN ADVERTISING INCH is measured % inch 
vertically on one column, 3 columns—30 inches 
—to a page. 


Send NEW ADVERTISEMENTS to Classified Advertising Division, NATIONAL PETROLEUM News, 330 W. 42nd St., N. Y. 36, N. Y. 
SECTION CLOSES each Wednesday, one week preceding date of issue. 














Bids: October 21, 1954 
Ohio Turnpike Commission 
' 139 East Gay Street 
Columbus 15, Ohio 


Contract SS-1 
Contract SS-2 
Cantract SS-3 
Contract SS-4 
Contract SS-5 
Contract SS-6 
Contract SS-7 


Sealed Proposals will be received by the Ohio 
Turnpike Commission for the operation of gaso- 
line-service stations along Ohio Turnpike Pro- 
ject No. 1. The location of each pair of service 
stations and the number of the Contract for 


the operation thereof are as follows: 
Contract SS-8 
Loe 


Contract No. 
Contract No. 


SS-1 Mahoning County SS-5 Sandusky County 
SS-2 Portage County SS-6 Sandusky County 
SS-3 Cuyahoga County 8S-7 Lucas County 

SS-4 Lorain County SS-8 Williams County 


Each of the several Contracts to be awarded 
will provide for the operation of a pair of 
such stations for a period of five years. The 
two stations comprising each such pair will 
be on opposite sides of the turnpike and in 
the same general location. 

e Commission will, in each instance, con- 
struct the building which is to contain the 
service station, and will do the other necessary 
construction work, except that the successful 
Bidder shall furnish the interior painting decora- 
tion, and lighting fixtures for the part of the 
building to be occupied by him, and shall 
furnish and install his operating equipment, 
including underground equipment. 

Each Bid for the operation of a pair of serv- 
ice stations shall specify the number of cents 
per gallon of gasoline, diesel fuel, or other 
motor fuel sold under said Contract which the 
Bidder offers to pay the Commission. The suc- 
cessful Bidder for any such Contract shall 
also pay the Commission ten percent of the 
amounts charged or received for all goods and 
services, except motor fuel, sold or rendered 
under said Contract. The successful Bidder shal! 
have the right to sell only such goods and 
render only such services as are incidental to 
service-station operation and used or required 
in connection with the operation of motor 
vehicles. 

Any Bidder may bid for any number of the 
Contracts to operate pairs of service stations, 
and each Bidder need use only one Proposal 
form in submitting all his Bids. However, no 
Bidder will be awarded Contracts for adjacent 
pairs of stations or Contracts for more than 
two pairs of stations. In the event that one 
Bidder shall submit Bids which would other- 
wise be determinded to be the best Bids for 
Contracts for the operation of three or more, 
or of adjacent, pairs of stations, the Commission 
shall determine which Contract or Contracts 
shall be awarded to him. 

Copies of the standard preliminary layout 
plans of the buildings, together with a copy 
of a layout plan showing the area for which 
the successful Bidder will have cleaning and 
housekeeping responsibility, are immediately 
available for public inspection or purchase at 
the office of the chief engineer, Ohio Turnpike 
Commission, 139 East Gay Street, Columbus 15, 
Ohio. Said documents may be purchased from 
said chief engineer for $2.00 per set, which 
sum is nonreturnable. 

Forms or copies of all 
Documents, including this Notice to Bidders, 
the Terms and Conditions of Bidding, the 
Affidavit which must accompany the Proposal, 
the Proposal for the Contract, and the proposed 
Contract to be entered into with the successful 
Bidder, will be furnished upon request and 
without charge at the office of said chief engi- 
neer. A map showing the location of each sta- 
tion and the estimated traffic flow will also 


remaining Contract 


be furnished upon request and without charge 
at the aforesaid office, but such map and 
estimate are not part of the Contract Docu- 
ments. All Proposals must be on the form 
prescribed by the Commission and must comply 
with the terms and conditions set forth in the 
Contract Documents. 

All Bids must be received at or before 10:00 
A.M., Eastern Standard Time, October 21, 1954, 
in the offices of the Ohio Turnpike Commission, 
139 East Gay Street, Columbus 15, Ohio. At 
said hour all Proposals will be publicly opened 
and read at said office. 

The award of each Contract, if an award be 
made, will be to the Bidder whose Bid, in con- 
sideration of the public interest, is determined 
to be the best Bid received for the operation 
of the pair of stations covered thereby, and 
which complies with all the prescribed require- 
ments. The Commission reserves the right to 
reject any or all Proposals and to waive 
technicalities. 

OHIO TURNPIKE COMMISSION 





Bids: October 14, 1954 
The Port of New York Authority 
1955 Gasoline Requirements 
Proposal No. 509 


Sealed proposals for the supplying of ap- 
proximately 528,000 gallons of gasoline to all 
Port Authority facilities in either or both New 
York and New Jersey will be received at the 
office of the Director of Purchase of The Port 
of New York Authority, Room 900, 111-8th 
Ave., New York 11, N.Y. until 11:00 A.M. 
(E.S.T.) Thursday, October 14, 1954, at which 
time and place said proposals will be publicly 

opened and read. 
Contract documents may be obtained upon re- 
quest at the office of the Director of Purchase. 
THE PORT OF NEW YORK AUTHORITY 
Howard S. Cullman, Chairman 








NEW ORLEANS 
OFFICE FOR RENT 


All or part of 6,000 sq. ft. 3rd floor mod- 
ern air conditioned building. One block 
from Hibernia Bank Formerly occupied by 
Shell Oil Accounting Department. Avail- 
able November Ist. 


806 Perdilo St. Factors Building 


MAN HUNTERS 











If you are looking for personnel 
on the executive level, there is 
no better way than through the 
more than 16,740 paid sub- 
scribers of this publication. You 
can make contact with them 
quickly, easily, and economically 
through NATIONAL PETROLEUM 
NEWS’ classified section. 














REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (36) 

CHICAGO: 520 N. Michigan Ave. (11 

SAN FRANCISCO: 68 Post St. (4 


tiicncaMent 











ye 
° 


Wenteqo—-—— 








Position Wanted—Sales and management exec- 
utive, graduate engineer, age 42, experience cov 
ers all phases of petroleum marketing. Industrial 
sales, lubrication engineer, service station § site 
selection construction and operation, warehouse 
and pipeline management. PW-4161, National 
Petroleum News. 

















So Sh 
For Sale: 1200 gal. tank truck, 1951 GMC 


chassis, 3 compt., hose reel, ticket printer, beauti 
ful condition. $1250. Cox Distributing Co., Easton, 
Maryland. 














Wanted 
Wanted: 1 Tag Saybolt 2 tube or 4 tube capac- 


ity viscosimeter. Any other make acceptable 
Write: Schaeffer Mfg. Co. 102 Barton St. St 
Louis 4, Mo. 














"BUSINESS OPPORTUNITIES: 


Bulk Oil Plants—Propane Gas plants selected 
properties throughout the midwest. We specialize 
in petroleum properties. Petroleum Marketers, 605 
Produce Bank Bldg., Minneapolis 3, Minnesota. 
Industrial Lubricants: Salesmen having experi- 
ence and followings in blended lubricants wanted 
in formation of organization to market complete 
line highest grade, unbranded lubricants. No in 
vestment required. Send replies to BO-4195, N: 
tional Petroleum News 





—S ES Weates == — 


ANYTHING within reason that is wanted in 

the field served by National Petroleom News 
can be quickly located through bringing it to 
the attention of thousands of men whose inter- 
est is assured because this is the business 
paper they read. 








2—5000 gal, | compt. Fuel olf tandems, 


Freuhaut okt abn 00 
3—5600 gal, 3 compt. Freuh Alr, clean 2950.00 
1—6600 gal, 3 compt. Frevhauf, Air, clean 3450.00 


. 4 compt. Meters, side boxes, 


Buy from BRUCE E. HACKETT Co. 
621 West 58 St.. Kansas City, Mo. 
Phone Hiland 1385 


STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000 Gal. Cap. 
Colled 








50 Church Street 
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Hoods UP! Sales UP! 


FRAM Boosts Oil and 
Accessory Sales! 


Ask any dealer about this! Ask him how Fram gets hoods 
UP! Ask him how F Ram gets sales UP! 


First, he’ll tell you FRam is easy to sell . .. more motorists 
know FRAM and ask for Fram by name. . . FRAM is best 
advertised ... FRAM is custom-engineered for finer fil- 
tration and FRam is sold with a money-back guarantee! 


Then, he’ll tell you that every time he opens a hood to 
change a FRAM cartridge, FRAM sells an extra quart of oil! 


And that’s not all! ee) ed 


At the same time he can spot other accessories his FRAM 
customer needs! Fan belts! Spark plugs! Ignition wires! 
Radiator hose! Literally dozens of sales opportunities. 


Yes, dealers know that Fram keeps their cash register ringing. 


INVESTIGATE FRAM FOR YOUR TBA LINE NOW! FRAM CORPORATION, Providence 16, R. |. 


Fram Canada Ltd., Stratford, Ont. 
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ABOUT OIL PEOPLE 


Woolf Rice 


Dennis Black 


McGarey Carson Van Meter 


OIL PROGRESS WEEK is under discussion by this group of Middle Atlantic Dis- 


trict OIIC members. Walter E. Black, 


retired Esso oil man and former Middle 


Atlantic District OIIC chairman, advises the current group about planning for Oil 
Progress Week (Oct. 10-16). Shown following a district meeting at Bedford Springs, 
Pa., on Sept. 23, are W. M. Woolf, Cities Service, District of Columbia; G. H. Rice, 
Jr., Esso, Delaware; Ben Dennis III, Dominion Oil, Richmond, Va., substituting for 
Virginia OITC Chairman E. J. Schul, Home Oil Co., Norfolk; Black; T. F. McGarey, 
Middle Atlantic OIIC District chairman, Cities Service; T. E. Carson, Sherwood 
Bros., Maryland, and I. Van Meter, Pure Oil, West Virginia 


T. M. Martin, 
president of Lion 
Oil Co., El Dora- 
do, Ark., will be 
a principal speak- 
er at the 1954 
national meeting 
of the oil industry 
TBA group, 
which convenes 
Nov. 29-30 in St. 
Louis. Features 
of the convention 
will be current market developments, 
dealer relations, budget plan sales and 
new products. The topics will be 
presented by eight speakers and panel 
groups. Martin began his oil career 
in 1922 with Advanced Petroleum 
Corp., Chicago. He has been with 
Lion for 25 years, and its president 
since 1947. 


T. M. Martin 


* 

Robert G. Rankin, assistant con- 
troller of The Texas Co., and O. Pen- 
dieton Thomas, assistant controller of 
Sinclair Oil Corp., both of New York, 
have been elected to the Controllers 
Institute of America. 

. 

The Desk and Derrick Club of New 
York City will sponsor an essay con- 
test for seniors in New York City aca- 
demic high schools on the subject of 
“Petroleum—lIts Effect on My Life.” 
Prizes will be a $100 Savings Bond for 
first place and a $50 bond for second 
place. Judging the contest will be H. 
E. Brandli, president of Cities Service 
Oil Co. (Pa.), Jinx Falkenburg of the 
National Broadcasting Co. and Prof. 
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Richard T. Baker, faculty secretary of 
the graduate School of Journalism, 
Columbia University. The contest 
closes Nov. 12; prizes will be awarded 
at the Dec. 16 meeting of the club. 


o 

William R. Pierce is the new com- 
merce counsel for National Petroleum 
Assn. in Washington, D.C. Pierce re- 
places Gerald L. Phelps, who is going 
into general legal practice. Pierce’s 
appointment was announced at NPA’s 
annual meeting. 


G. M. Parker W. J. Haley 
George M. Parker has been elected 
president of Esso Export Corp., inter- 
national sales affiliate of Standard Oil 
Co. (N.J.), succeeding William J. 
Haley, who retired Oct. 1. Parker, 
with Jersey Standard for 26 years, has 
been executive vice president of Esso 
Export since 1953. Haley joined 
Jersey Standard as an engineer at the 
Bayway, N.J. refinery 40 years ago. 
Parker also becomes president of three 
newly formed Jersey affiliates: Stan- 
iraq, Ltd.; Medirag, Ltd., and Esso 


NATIONAL PETROLEUM NEWS 


Trading Co. of Iran. Parker was 
elected an Esso Export vice president 
in 1950, when he became the com- 
pany’s senior European representative 
He served as advisor on Latin 
American marketing operations and 
later as marketing advisor for the 
United Kingdom, Europe, North 
Africa and the Near East. Parker 
was graduated from University of Wis- 
consin in 1923. He went to work in 
1929, for Mississippi River Fuel 
Corp., at that time a Jersey affiliate. 
He eventually became vice president 
of the firm. He has been a director 
of the Liquefied Petroleum Gas Assn., 
and chairman of the Industrial Section 
of the American Gas Assn. During 
World War II, he was a War Produc- 
tion Board advisor. He was a naval 
officer and later an air corps officer 
during World War L. 

Haley was graduated from Univer- 
sity of Pennsylvania in 1914, and 
served in executive positions at re- 
fineries in Baton Rouge, Charleston, 
S.C., and Havana. In 1944, he was 
co-ordinator of foreign refining acti- 
vities, and in 1947 became co- 
ordinator of Jersey Standard’s world- 
wide refining operations. He was 
made president of Esso Export in 
1950. 

During the second World War, 
Haley was chairman of the Caribbean 
Area Petroleum Committee, whose 
responsibility it was to meet fuel 
demands of U.S. forces in the Carib- 
bean. Haley was with the Navy in 
World War I. 

. 

George W. Scott, Jr., owner of 
Scott Oil Co., Corinth, Miss., has 
added a new service station to his 
jobbership. 

e 

Bernard L. Danese has been re- 
elected president of the Allied Gaso- 
line Retailers of Florida at its conven- 
tion in Jacksonville, Fila. Other 
officers re-elected include S. G. 
Telander, Tampa, first vice president; 
A. O. Marks, St. Augustine; A. B. 
Fouraker, Panama City; P. E. Gary, 
Miami; Larry Varier, Pensacola, and 
C. T. Newberry, Gainesville, district 
vice presidents. F. P. Marley, Tampa, 
was re-named _ secretary-treasurer. 
New district vice presidents are D. 
Lee Cawley, Jacksonville; L. T. Lyons, 
Bradenton; C. D. Brown, Sanford, and 
J. B. Freeman, Sarasota. The group 
named Cawley “Gasoline Retailer of 
the Year.” 

* 

Robert S. Smethurst, vice president 
of Valvoline Oil Co., division of Ash- 
land Oil & Refining Co., and Atlantic 
division manager for 23 years, retired 


69 





YOUR PRODUCT IS 


SAFE 


WHEN YOU SHIP IN 


PRE-TESTED 


Every Bennett Pail 
Inspected for Leakage 


You can be absolutely sure your 
product will be in top condition 
when it reaches your customer— 
if you pack it in a Bennett pail. 
Every pail manufactured in our 
plant is tested for leaks with the 
latest airpressure equipment at 
one of our many inspection 
points. The slightest imperfection 
immediately throws a pail out of 
our production line. Your con- 
tainers are perfect, when they 
come from Bennett. They have 
got to be good to get through as a 
Bennett finished product. 


Open-head and Closed-head Pails 
Dome-Top Utility Cans 


BENNETT INDUSTRIES 


PEOTONE, ILLINOIS 
(40 MILES SOUTH OF CHICAGO) 


Chicago Telapene 
80 


Long Distance Telephone 
Interocean 8-94 2791 


Peotone 
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| consignee in Calais, Me., 


ABOUT OIL PEOPLE 


Oct. 1. His successor is William J. 
Heidt, and Hugh R. Selzer is new 
assistant manager. A luncheon given 
Sept. 28 for Smethurst in New York, 
was attended by Valvoline and Ash- 
land officials from the Atlantic divi- 
sion, Freedom, Pa. and Ashland, Ky. 
Smethurst joined Valvoline in 1931 in 
Cincinnati, was made assistant 
manager at Boston, became vice presi- 
dent and then division manager in 
1932. Before joining Valvoline, 
Smethurst was a _ certified public 
accountant with his own firm in 
Cincinnati. 





Cc. W. Reed, 
Tide Water As- 
sociated eastern 
division fuel oil 
sales supervisor, 
New York City, 
retired Sept. 30, 
after 35 years 
with the com- 
pany. Joining 
Tide Water in 
1919, as a heavy 
fuel oil salesman, 
Reed became sales supervisor and as- 
sistant manager of the fuel oil sales 


C. W. Reed 


| department. In 1936, he was promoted 


to wholesale sales manager and was 
named head of the division’s fuel oil 
sales in 1942. 


William L. Alt, engineering trainee 
with Tide Water Associated Oil Co.’s 
eastern division in New York, has 


| been made marine sales representative. 


In other Tide Water changes, Charles 
R. Spiegel has been named assistant 
to the distributor sales manager. He 
joined Tide Water in 1921 at the 
Bayonne _ refinery. Ambrose F. 


| Rooney, district sales supervisor at 
| Scranton since 1945, has been pro- 


moted to supervisor of the Albany 
area in New York state. 
Tide Water Associated President D. 


| T. Staples has been named to the Na- 


tional Petroleum Council’s committee 
on shale oil policy. 


James D. Thomas, president and 
treasurer of J. D. Thomas, Texaco 
reports his 
company has purchased the Calais 
Opera House, a local landmark, and 
converted it into a combination office, 
warehouse and truck storage building. 
He intends: to install tire retreading 
equipment and plans to get that depart- 
ment operating by Nov. 1. 
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Here’s how the 
Suburban 
truck tank ....ee- 


fuel oil delivery miles and 


TIME 


SOON CO ee ee 


Qualily F ata DLS mY 


ee n 4 
“Matic METERED DELwvERY Ticwers 


Total up the time and mile savings you can make with all these 
efficiency features on the Butler Suburban. 

Save miles between stops. Big 1600-gallon capacity means maxi- 
mum drops before empty backhauling through traffic and waiting 
at the bulk plant. 

Save time getting to each stop. The 1600-gallon Suburban 
is shorter than many older 1000-gallon units for easiest turning and 
stopping. Fits 84-inch CA chassis. It is maneuverable, flexible, 
and gives you better visibility. 

Save time starting each delivery. Your driver sets pto, clutch, 
throttle, valves and meter auto-stop at the rear. He doesn’t retrace 
his steps until the delivery is made. This results in less effort, less 
fatigue, better driver-salesmen all-around performance. 

Save time by speeding up each delivery with the big-capacity 
pump and fast-winding electric reel. 

You can start saving time and miles this season. Call your 


Butler representative or write the office nearest you today. 
You can make more deliveries 


in a day in narrow alleys and BUTLER MANUFACTURING COMPANY 


heavy traffic with this Butler 7454 East 13th St., Kansas City 26, Missouri 
fuel oil truck tank designed for 954 Sixth Ave., S. E. Mi polis 14, Mi ota 


big-city routes. 913 Avenue W, Ensley, Birmingham 8, Alab 


Dept. 54, Richmond, California 








Manufacturers of Oil Equipment ¢ Steel Buildings * Farm Equipment * Dry Cleaners Equipment * Special Products 
Factories located at Kansas City, Mo. © Galesburg, Ill. © Richmond, Calif. © Houston, Texas © Birmingham, Ala. 


® Minneapolis, Minn, 
(Union Tank & Supply Co.) 
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‘SAR. 
® Ss J.P PATTERSON 


Patterson Smith 

AFTER 37 YEARS with Pan American Petroleum and Transport Co. and its suc- 
cessor, American Oil Co., James P. Patterson, vice president in charge of marine 
operations, retired Sept. 26, in New York City. Congratulating Patterson is D. J. 
Smith, Amoco president. Patterson is succeeded by Verne N. Drew, whose title will 
be general manager of Amoco’s marine department. A veteran of 36 years in marine 
operations, Drew was marine operating manager for the company. He will be replaced 
by Capt. C. L. McKay, who has been Amoco's marine superintendent. Drew joined 
the company, then Pan American Petroleum and Transport Co., in 1936 as a chief 
engineer. Pan American became American Oil Co. after a reorganization in August 


. 
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Hyames Williams Jones Strong Waits Martin | 


NEW OFFICERS of the Alabama Petroleum Jobbers Assn. are shown after their 
election at the group’s annual meeting Sept. 16 in Montgomery. The 95 Alabama jobbers 
and distributors attending concentrated on two objectives: a uniform Alabama gasoline 
tax and tax collection allowance. Elected were Tom Strong, Strong Oil Co., Selma, pres- 
ident ; Don Hyames, Hyames Oil Co., Aliceville, a director; R. C. Williams, R. C. 
Williams Oil Co., Clanton, second vice president; Tom Jones, Bama Oil Co., Mont- 
gomery, delegate-at-large; Sidney Waits, Andalusia Oil Co., Andalusia, director: Jim 
Martin, Brock Martin Distributing Co., Gadsden, first vice president; and (not shown) 
Directors J. F. Bailey, Huxford Oil Co., Mobile, and Don Mobley, Pan Am Southern 
distributor, Guin 


+ 
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COMING MEETINGS 


OCTOBER 


Empire State Petroleum Assn., fall meeting 
Whiteface Inn, Lake Placid, Whiteface, New 
York, Oct. 10-12, 

National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago 
Ill., Oct. 10-12. 

Oil Progress Week, Oct. 10-16. 

South Dakota Independent Oilmen’s Assn., Ho 
tel Cataract, Sioux Falls, South Dakota 
Oct. 12-18. 

Mississippi Oi] Jobbers Assn., second annual 
meeting, Buena Vista Hotel, Biloxi, Miss., 
Oct. 13-14. 

Indi Independent Petroleum Assn., Hote 
Severin, Indianapolis, Indiana, Oct. 13-14. 
Texas Petroleum Marketers Assn., annua) con 
vention, Hotel Gunter, San Antonio, Texas 

Oct. 14-16. 

Secy. of Automotive Engineers, national trans 

—— meeting, Boston, Mass., week of 
ict. 18. 





American Society of Lubrication Engineers 
con Baltimore Hotel, Baltimore, Md., Oct 

Texas Oil Jobbers Assn., Management Insti 

cate, Driskill Hotel, Austin, Texas, 
19-21. 

Nebraska Petroleum Marketers Asen., annua) 
coopeeetan, Paxton Hotel, Omaha, Neb., Oct 
20-21. 

Western Petroleum Refiners Assn., regiona) 
meeting, Garrett Hotel, El Dorado, Ark.., 
Oct. 21-22. 

Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Oklahoma, Oct. 25-26 

National Lubricating Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 

Secy. of Automotive Engineers, national Diesei 
engine meeting, Statler Hotel, Cleveland, 
Ohio, Oct. 26-27. 

Texas Oil Jobbers Assn., Management Insti 
-“~ Caprock Hotel, Lubbock, Texas, Oct 


Georgia Independent Oilmen’s Assn., Radium 
Springs Hotel, Albany, Georgia, Oct. 28-29. 

Arkansas Independent Oil Marketers Assn., 
Inc., annual convention, Hotel LaFayette, 
Little Rock, Ark., Oct. 28. 


NOVEMBER 


Secy. of Automotive Engineers, natl. fuels and 
lubricants meeting, Mayo Hotel, Tulsa, Okla., 
Nov. 4-5. 

Oil Dealers Assn. of Arkansas, annual con- 
vention, Hotel Marion, Little Rock, Ark., 
Nov. 4-5. 

National Oil Jobbers Council, annua! meeting, 
Hotel Sherman, Chicago, Ill., Nov. 4-6. 

American Petroleum Institute, 34th annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Ill., Nov. 8-11. 

Assn. of American Battery Manufacturers, 
annual convention, Edgewater Beach Hotel, 
Chicago, Ill., Nov. 15-17. 

American Petroleum Credit Assn., Muehlebach 
Hotel, Kansas City, Mo., Nov. 15-17 

Packaging Institute, petroleum packaging 
eommittee, Statler Hotel, New York, N. Y.. 
Nov. 29-30. 

International TBA meeting, annual conven- 
tion, Chase and Park Plaza Hotels, St 
Louis, Mo., Nov. 29-30. 


DECEMBER 


Interstate Oil Compact Commission, Drake 
Hotel, Chicago, Ill., Dec. 3-4. 

API Oil Industry Information Committee, 
Waldorf-Astoria, N. Y., N. Y., Dec. 8-10. 


JANUARY—1955 


Kentucky Petroleum Marketers Assn., annual 
meeting, Brown Hotel, Louisville, Ky., Jan. 
19-20. 
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EATONS 


From raw material to finished unit, the quality 
of Eaton 2-Speed Axles is maintained by the most 
advanced control procedures. Strict adherence to 
exacting quality standards, plus Eaton’s planetary 
gear design, exclusive forced-flow lubricating system, 
positive shift control, and extra rugged construction 
combine to keep Eaton 2-Speed Axles on the job, 
out of the repair shop. They mean extra thousands of More than Two Million 


trouble-free miles—greatest possible vehicle utility at Eaton Axles in Trucks Today! 


. Ask your truck dealer 
lowest possible cost. for complete information. 


AXLE DIVISION 
ee MANUFACTURING COMPANY 


CLEVELAND, OHIO 








0 
yy PRODUCTS: Sodium Cooled, Poppet, and Free Valves « Tappets * Hydraulic Valve Lifters « Valve Seat Inserts « Jet 
Engine Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings * Heater-Defroster Units « Snap Rings 
Springtites «Spring Washers « Cold Drawn Steel «Stampings « Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 





Be Sure You Do Not Leave 
Part Of Your Load Behind 


THE WEIGHT SHEET GUARANTEE 
IS PART OF EVERY UNIT SOLD 


STANDARD STEEL guarantees a specific 
maximum payload on every delivery. The 
weight sheet guarantee (shown at left) is part 
of the order on every TRANSPORT delivered. 
It is your positive assurance of performance 
and load carrying specifications. It gives your 
guaranteed weight analysis of the unit, in- 
cluding tractor weight. lower fifth wheel, 
spare tire, tank, full load and driver — so that 
you can “load to the limit” and carry every 
drop the law allows for a full payload. It is, 
in essence, the blueprint from which your unit 
was fabricated — and a valuable document 
in governing the operating efficiency of each 
unit. Don’t guess at the capacity you can 
carry. Don’t leave part of a load behind. 
Base your hauls on the maximum load that 
STANDARD STEEL IS BUILT TO CARRY on 
every run! Another reason it PAYS TO GO 
STANDARD. 


OTHER PRODUCTS OF STANDARD STEEL 


ASPHALT DISTRIBUTORS ... BURNERS... POWER AND TRACTION DRIVEN CONSTRUCTION 
BROOMS .. . MAINTENANCE DISTRIBUTORS ... TAR KETTLES .. . AGGREGATE SPREADERS 
STREET FLUSHERS... PIPE LINE EQUIPMENT... SUPPLY TANKS... SHELVING HARDWARE 


AND AGRICULTURAL EQUIPMENT 





